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An effort to conform with the spirit of 
wartime paper conservation efforts is the 
reason for the new and somewhat smaller 
page size for the AMERICAN LUMBER- 
MAN. Readers will notice however that 
the cut. which was inaugurated with the 
last issue dated April 3, came principally 
from the margins of the pages and not so 
much from the type forms themselves. 
This means that while some of the appear- 
ance value of wide, white margins has 
been sacrificed the reading matter con- 
tent of the magazine has undergone no 
reduction. 
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How this 
ingenious knife 


HELPS THE NATION 
SUPPLY SUGAR 
































SUGAR beets are playing a mighty important 
part in the nation’s wartime economy. To help get the 
maximum yield from sugar beets, Disston supplies this 
industry with skillfully devised beet-shredding knives—and 
with no less ingenious a machine for resharpening them. 


It is significant that this accomplishment in fine tool- 
making belongs to Disston alone. It is as exclusively a 
Disston achievement as the top quality and craftsmanship 
you enjoy in such standard tools as Disston wood and 
metal cutting saws, files, hack saw blades, machine 
knives ...and steel. 


Se 


Moreover, Disston does not offer you fine tools alone. 
To help assure their effective use, Disston provides free, 
expert information and guidance with Conservation Con- 
trol instruction cards—covering 34 different types of 
cutting tools. 


Do your part to speed the day of Victory with the best 
possible use of men, time and tools in your plant. Con- 
serve precious man-minutes. For complete information 
about Disston products and free instruction cards write to 
Henry Disston & Sons, Inc., 425 Tacony, Philadelphia, 
Pa., U. S. A. 


Many precision operations by 


skilled craftsmen are necessary to produce DSS, y (Ny'4 
the Disston Beet Knife. ... Among other 


Disston products made with equal care and 


skill are Circular Rip, Cross-cut and Com- 


REG.U.S. PAT. OFF. 


bination Saws; Grooving Saws and Dados; and h elp win the war 


Conserve Man-minutes 
Dissteel Thin Planer Knives; Veneer Knives, 


Hog Knives and Cutter Heads. 
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TRIBUTE TO A SOLDIER 


He knew the warmth of parent’s love, 
T sun, the sky, the stars above, 
days of youth without a care, 

> friendship of a maiden fair, 

The thrill of fishing by a brook, 

2 joy of resting with a book, 

> fun of games, and work and 
school, 

The silence of the forest cool. 


> © 


In those short years he crossed the sea, 

And had a hand in history 

In lands we only knew by name, 

With men a nation will proclaim. 

He made the “first team” in the fray— 

The Air Corps gang that showed the 
way. 

He did the thing he wished to do; 

He used his wings to fly the Blue. 


His life was short in terms of years, 
But full of joy and free of tears. 

All lives are short it seems to me, 
When measured with Eternity. 


The things that count in life are few— 
Not years we live but what we do. 
He does not give his life in vain 

Who dies to end a tyrant’s reign. 


—Phil W. Pratt. 


The above was written as a tribute to 
Lt. Kent E. Leader of the U. S. Army Air 
Corps, killed in action in the Mediterra- 
nean area, Dec. 11, 1942 by his uncle Phil 
W. Pratt, resident sales manager of Pot- 
latch Forests, Inc., Lewiston, Idaho (see 
obituaries). 
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A recent attempt by the Office of Price Administration to establish a 
pricing formula which would drive out of existence a group of hardwood 
wholesalers has aroused grave concern and stubborn resistance. The 
probable fatal effect on yards, which were named specifically, was openly 
admitted by O.P.A. officials who justified their attitude on the ground 
that the yards were in competition with mills, and therefore were dupli- 
cating a service. 


Thus, there comes to light another example of irritating and disturb- 
ing attempts on the part of theorists in Washington to rule out or change 
natural evolutionary processes and economic and social laws. 


What the gentlemen in Washington who seek to drive these whole- 
salers out of business do not understand, and apparently make no effort 
to understand, is that if the yards were duplicating a distribution service 
the normal functioning of free competition would have driven them or 
their alleged competitors out of business long before now. 


The wholesalers who are under fire have been operating for periods 
ranging up to 50 years and more. That they have performed valid, nec- 
essary and economical service in the distribution of hardwood lumber is 
proved by their development over a long period of time. That they con- 
tinue to perform such service, even in wartime, is proved by the volume 
of business they are doing, and by the stated fact that not one of them 
entertains the slightest thought of closing up and seeking other fields of 
action. 


We are sympathetic with the need for price ceilings—but they must 
be price ceilings designed to curb inflation and not to disrupt the time- 
proved function of business institutions. 


Institutions in business and society are the products of evolution. His- 
tory proves with thousands of cases that man cannot legislate institutions 
into existence or out of existence. Institutions never can be the result 
of legislation, for legislation itself is only formal recognition of an accom- 
plished evolutionary process. If it tries to be anything else, it merely 
retards progress. 


It is time for crack-pot-ism and theoretical tampering in the conduct 
of war on the home front to give way to practical sense. It is time for 
us to get down to the single aim of winning the war and to stop trying 
to combine that aim with a hysterical impulse to consummate economic 
revolution. 


To that end the reformers in Washington must be made to understand 
that life has to be dealt with realistically—as it is—and not as we would 
like to have it. 


We have no quarrel with a desire to improve the manner in which 
men handle the tools and opportunities of living. Quite the contrary. It 
is to play a part in that improvement that we publish a business magazine. 
We do, however, contend that future improvements cannot be gained by 
throwing away the improvements accrued to date. 
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THIS MONTH CERTAIN-TEED LAUNCHES A NATIONAL AD- 
VERTISING CAMPAIGN OF “WARTIME WAYS TO PRESERVE 
AND PROTECT YOUR PROPERTY”... REACHING OVER 


5,000,000 Home-Owner 5,000,000 Prosperous 
Families in Farm Families in 
THE AMERICAN HOME COUNTRY GENTLEMAN 
and SUCCESSFUL FARMING 
and 
BETTER HOMES & GARDENS PROGRESSIVE FARMER 


CERTAIN-TEED PRODUCTS CORPORATION, 1208. LA SALLE ST., CHICAGO, ILL. 
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Use of Army engineer regiments 
in mills and particularly in the 
woods, rumored on this page, seems 
to have struck a snag. Grapevine 
suggests opposition on part of or- 
ganized labor. But not all lumber- 
men favor use of soldiers as loggers ; 
incline to doubt their efficiency. 
ther lumbermen, however, do 
favor the idea; believe that sooner 
or later soldiers must be used, at 
least to get out stock for strictly 
inilitary uses. 


Rationing of loggers food 
is not straightened out at this writ- 
ing. In a few areas the camps are 
getting reasonable quantities; in 
others, notably hardwood opera- 
tions, they’re getting much too little. 
Special difficulty seems to be meat 
supplies. In many places average 
meat requirements have run ten or 
eleven pounds per man per week. 
NLMA and regional associations are 
reported ready to settle for 70 per 
cent of amount consumed during 
December. High officers of Army 
and Navy are said to have admitted 
that loggers should have as much 
food per man as soldiers and sailors. 
Meanwhile camps are losing work- 
ers Overs this issue at a serious rate. 


Additional lumber for farm 
buildings is subject of continued 
efforts. Committee, presenting the 
case, has had careful hearings. At 
this writing, WPB is waiting for 
definite statements from the Dept. of 
Agriculture. If plea is granted, as 
this page understands the situation, 
extra lumber will be allocated to 
farm areas according to need and ac- 
cording to statistical food-production 
quotas ; will be handled by special lo- 
cal committees on relatively high 
priority ratings. Remember how- 
ever, that ratings don’t saw lumber. 


Redwood producers have been 
given permission by OPA to use an 
average sales price in setting price 
ceilings on cooling-tower stock. May 
be important as a precedent. Two 
more bevel siding patterns priced by 
this amendment to MPR-253; 380 
and 400, at price of pattern 360. 


Freeze order covering practic- 
ally all boards that can be used in 
boxing and crating, said to be in the 
works ; can’t well be issued for some 
weeks at the earliest; mentioned 
here only to point up importance of 











MANAGEMENT 
GUIDE POST 


A page of vital infor- 
mation and comment 
digested for busy lum- 
ber and building ma- 
terial executives. 





more workers in the woods, more 
lumber production. Call it man- 
power shortage if you wish; still 
seems to this page a matter of man- 
power distribution. Report is that 
farm labor needs are being more 
fully met. In fact, drift of labor to 
farms is becoming marked enough to 
worry industrial managers. 


Manufacturers are pluging for 
retailers; can’t evade priorities and 
control orders. Prominent manufac- 
turer tells this page he is working 
hard for allocation of lumber to re- 
tailers in farm areas. Mill men fear 
that retailers, forced into collateral 
lines and services, may not return to 
lumber distribution in post-war pe- 
riod. That’s not so probable. But 
sharp changes are appearing in dis- 
tribution channels and practices in 
all lines; not alone in lumber mer- 
chandising. 


Vehicle reports for operators of 
three or more commercial units must 
be made for first calendar quarter by 
May 1. Important to remember that 
date. 


Utility connections for con- 
struction or remodeling permitted 
under L-41 have been placed on ad- 
vance automatic approval basis. Sub- 
ject, however, to exact formulas. 
Material for electric, gas or water 
connections carry total-cost limits. 
An industrial or commercial project 
is allowed not more than 60 pounds 
of copper for electrical connections ; 
not more than 250 pounds of cast 
iron or steel for gas or water. 
Amounts allowed domestic consum- 
ers are fixed by WPB Housing Util- 
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ity Standards. Change is granted by 
Supplemental Utilities Order U-I-d, 
issued by WPB. 


A new definition of "Manufac- 
turer" of specified building materi- 
als and consumers goods has been 
issued by OPA. It slates him as a 
person making the first sale of the 
articles. Formerly, “manufacturer” 
was a person operating an establish- 
ment which “produces, fabricates, 
finishes or assembles” the articles. 
Change in definition was made to 
avoid re-drafting of MPR 188. 
OPA found that many “manufactur- 
ers’, under original definition, per- 
formed only labor service; did not 
sell the articles. In such a case, the 
goods did not come legally under 
price control. The amendment will 
bring thousands of articles under 
this control. 


Preference Rating Order 
P-138, providing for maintenance, 
repair and operating supplies for log- 
ers and lumber producers, has been 
revoked. CMP Regulation No. 5 
now formally takes its place. 


Shook prices, for stock pro- 
duced in the State of Washington 
west of the crest of the Cascades, 
has been raised approximately $2.50 
a thousand. Amendment 3, MPR- 
186; effective April 10. 


Curtailment of construction 
by WPB, through Facility Review 
Committee and Facility Clearance 
Board, runs close to 1% billions. 
Not too revealing; for many people 
asked for permission to build, just 
to see if they were lucky. 
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Time is at a premium these days. 
Non-essentials must be eliminated. 
But now is a time when a few min- 
utes spent each day on collection 
of old accounts can be the most 
profitable time-expenditure of an 
entire day. Collecting old accounts 
is definitely nof non-essential. 

Ask For It 

Since many people are prosperous 
nowadays, chances are you can ob- 
tain some long overdue money 
merely by asking for it. One lum- 
ber and building materials dealer 
reports sending in a simple request 
for payment to a long-delinquent 
client, and in a few days receiving 
his money—plus an apology. As*, 
and chances are good you'll receive. 

Often a “reminder” is sufficient 
to stir the long-time delinquent who 
now has money in his pocket. In 
these days of wartime stress, people 
actually are apt to forget. Then, 
too, by “reminding” a debtor that 
he owes you money, you leave him 
an honorable way out—his tempo- 
rary lapse of memory! 

Telephone 

Nowadays when labor is scarce 
and people have to make every min- 
ute count, the lumber and 
building materials dealer uses the 


wise 





telephone more in collections. It 
not only saves time and energy 
spent in writing a letter, but it also 
brings a nice personal element into 
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Dont Worry! 
Collect that Old Account 


the business of collection. An office 
girl trained in the art of telephone 
collection is worth her weight in 
gold, 





Use Agency Help 

sefore attempting to make a col- 
lection—imake sure the person you 
are dunning actually has the desired 
funds. Check with your local credit 
bureau those names on your account 
list about which you are doubtful. 
You'll usually find the haves and 
have nots. 

If it becomes necessary for you 
to put the matter in the hands of 
a collection agency, consider first 
your local credit bureau. Investi- 
gate other collection agencies with 
care. The war has brought to the 
foreground dozens of shyster, 
crooked agencies and collection law- 
yers who are “‘in the business” not 
to aid the person making collections 
but to fleece the client instead. 
Choose a collection agency only on 
the advice of your local Chamber of 
Commerce or Better Business Bu- 
reau. 

Unless an account is large, or the 
debtor is unusually hard to contact, 
it is better to collect through your 
own office, as agency charges can 
“at up all of the small accounts. 
The Outlawed Debt 

ven a debt presumably uncol- 
lectible due to the lapse of time, may 
in many localities become again col- 
lectible—IF you can get the debtor 
to acknowledge his indebtedness. 
Much used is the letter asking pay- 











ment for an amount greater than 


the debtor owes. I or instance, Tad 
Jones owes $150. You write a letter 
billing for $350. Mr. Jones will 
write back indignantly that he does 
not owe $350, but in reality $200 
less than that amount. Thus, unwit- 
tingly, Mr. Jones has acknowledged 
his original debt. 

A Friendly Attitude 

In making initial attempts at col- 
lecting keep your attitude friendly, 
don’t go out with a chip on your 
shoulder. Don’t jangle the debtor’s 
war nerves! If he still doesn’t pay 
up—or give a good reason why— 
you may become progressively in- 
sistent with each followup. 

Still, remember you are dealing 
with one-time customers. Sometime 
in the future, they or relations or 
friends may be in the market for 
your merchandise or services, per- 
haps on a cash-carry basis. So if it 
is at all possible, try to keep on 
friendly terms, regardless of the out- 
come. 

Thank You! 

Some may contend that when a 
lumber and building materials dealer 
has put time and money and effort 
into collecting old accounts the mat- 
ter should be ended then and there. 
Perhaps no word of thanks is due, 
but a courteous “thank you” note 
has been known to bring a former 
bad risk back to the store for long 
years of profitable patronage. So— 
don’t forget the note of thanks. 
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The technique 0 
handling PAINT 


customer's 


It should be needless to say that 
the first requisite in the handling of 
paint customers is to know the mer- 
chandise. This means knowing what 
each material in stock will do and 
what it will not do. It is very poor 
business to sell a customer a paint 
which you are not sure yourself will 
he satisfactory for a particular job. 
That is taking a big chance with 
your reputation as an expert. And 
that reputation as an expert is 
voiced from person to person to in- 
crease your business. It is human 
nature, unfortunately, to pass unfav- 
orable gossip more readily than the 
complimentary. Therefore if a 
dealer makes a poor recommenda- 
tion as to a material to do a job, 
particularly if the customer applies 
it himself, this poor recommendation 
can do the dealer a great deal of 
harm. 


Bleeding Through 


When the customer who has had 
a failure, as for example, applying an 
enamel over mahogany stain which 
bled through to make a pink discol- 
oration, he does not wish his visitors 
to think that he did a poor paint 
job. He will tend to blame it on 
the man who sold him the paint. 

It is always wise, if it is possible 
without seeming to be prying into the 
customers business, to ask what the 
paint is to be used for if the cus- 
tomer asks for a certain kind of ma- 
terial. Then with your knowledge 
of paint materials you may be able 
to save the customer time and 
money. For instance, should he ask 
for a gloss varnish, your inquiry 
might discover that he intends to rub 





a1 IN PAINT SERIES 


it down with pumice stone to a satin 
finish. For some work this is en- 
tirely proper, but in one case the 
customer wanted it for the walls of 
his pine panelled recreation room. 
Obviously it would have taken a 
great amount of time and effort and 
in a basement room would not have 
been worth it. 


Hand Rubbed 


The customer did not know that 
“hand rubbed effect” varnish could 
be had which was entirely suitable 
for his purpose and he was delighted 
when the dealer told him of it. The 
result was that the customer is ex- 
tremely proud of his recreation 
room, which he might not have car- 
ried to completion using the other 
method. He shows it to all his 
friends and tells them about the par- 
ticular type of varnish and of the 
helpful advice of the dealer. Many 
more gallons of this particular var- 
nish, as well as other new customers, 
have been sold just because the 
dealer was interested enough in the 
first place to ask about the custom- 
er’s project. 

Another customer had a double 
front entrance door which had large 
glass panels which allowed casual 
visitors to look right into the house. 
If the glass cquld be painted the 
same as the door it would improve 
the appearance of the door as well 
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as the privacy. She went to a paint 
store where she was sold a paint 
that “ought to do the trick.” It 
peeled off in a month. She thought 
then that the job was impossible just 
as many friends had told her it was. 
One day she happened to be in the 
lumber dealer’s display room getting 
some shelving lumber when she saw 
the paint display which included 
some paint remover. She bought a 
small can of remover to clean the re- 
maining paint from the window, tell- 
ing the dealer of her experience. 


A Little Trouble 


Though the dealer was well 
versed in the application of paint 
materials he was not sure of the an- 
swer to this problem so offered no 
suggestions. After his customer had 
gone, however, he phoned a paint 
manufacturer, who consulted their 
laboratory and soon called him back 
with the answer. The dealer im- 
mediately phoned the customer, told 
her that he had obtained authorita- 
tive information on the problem of 
painting glass and offered to send 
her a quarter pint can of the enamel 
undercoater which would do the 
job, over which she could apply the 
same paint and enamel that she had 
used on the inside and outside of her 
door. 

This was not a very profitable sale 
in itself, but the customer now comes 
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to this dealer whenever she has a 
problem, not only about paint, but 
all other questions about her house, 
and many sales have resulted. Also 
many of the customer’s friends have 
come in and said, “I understand this 
is the place to come to get the an- 
swers to tough problems.” 


Shuff Laziness 


The point is that there was no 
compulsion on the part of the dealer 
to get that information for his cus- 
tomer. She had not even asked for 
it. It is to be expected that a dealer 
will answer a question asked of him. 
‘. dealer should find out the answer 
if he doesn’t know it offhand, though 
through laziness or the thought that 
the sale only amounts to a few cents 
many do not bother. It is the extra 
measure that counts and counts up 
into dollars. 

It would seem foolish on the face 
of it to go into any business without 
a thorough knowledge of that busi- 
ness. Yet there are many paint deal- 
ers who don’t know the first thing 
about applying paint. True, that 
may be the business of the painter, 
but that is entirely overlooking the 
vast home market. The lumber 
dealer with his knowledge of build- 
ing usually, even before he takes on 
a paint stock, knows something of 
the problems and methods of paint- 
ing. Every piece of finish lumber 
that he sells, from a stick of molding 
to a china case needs some kind of 
finish, enamel, varnish, stain or wax. 
These problems are intimate to his 
basic business. Knowing woods the 
lumber dealer has a “feel” for proper 
finishing. 


Proper Grounding 

The dealer should secure a thor- 
ough grounding on the methods of 
application of various materials, the 
properties of them all as well as a 
knowledge of the various ingredients 
of the many paints, varnishes, lac- 
quers, casein paints, stains, waxes, 
sealers, thinners, oils and all the 
other items which comprise a com- 
plete paint stock. 

The public library has books on 
the subject and they are available 
from any book supply house. The 
education of the dealer should not 
be limited to the information sup- 
plied by manufacturers. Just as any- 
one else in pushing their products 
they push the good points letting the 
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deficiencies be known mainly by in- 
ference. .\ general knowledge will 
enable the dealer to ask intelligent 
questions of the paint factory repre 
sentative so many interesting phases 
of the materials will come to light. 


Weigh in the Balance 

In the search for knowledge to 
serve your customers better it is 
wise to read and study the literature 
of several paint companies. 
though you handle one line exclu- 
sively you should do this. 
ber that one company will not knock 
another company in its advertising, 
but if one company makes a claim 
for a certain product and that claim 
is missing in the advertising of a 
competitor ask the competitor about 
it when he comes in, or even write 
a letter. This balancing of claims 
and products will add to your 
knowledge more than any other sin- 
gle factor, unless it be actually using 
and testing all the various items. 
This questioning of manufacturers is 
a help to them also as it tells them 
what their customers want to know 
about it. 

Have you ever noticed, in the 
days when we could buy automo- 
biles, how the good salesman knew 
the competing makes practically as 
well as he knew his own? He did 
not close his eyes and ears to the 
competitors. That enabled him to 


leven 


kemem- 


sell intelligently, to convince his 
customer that his was the best car 
to own. 

The same lesson can be applied to 
paints. If a customer says, “Yes, 
but X-Brand has a lot more oil in 
it and the oil comes all the way from 
Andalusia,” you must know why the 
paint you handle does not have An- 
dalusian oil or, indeed, if there is 
any such thing. Remember that 
there are an awful lot of people go- 
ing around talking about things that 
they know nothing about so it is 
merely self-protection to keep your- 
self informed. 


Associated Sales 

One of the easiest ways to in- 
crease paint sales is by what is some- 
times known as “associated sales”, a 
method which is used in all large 
chain Almost invariably 
when you buy a package of razor 
blades the clerk will ask, “You will 
need some shaving cream too, won't 
you?’ Two points are exemplified 
in that question. First, that the cus- 
tomer is a user of shaving cream and 
is thinking about shaving and that 
it would be easier for him to buy 
some cream then than to make a spe- 
cial trip later or to run the risk of 
running out. Second, the question 


stores. 


is worded in such a way that an 
agreeable “yes” is easy to say. 
question been 


Had the same 
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worded, “You don’t want any shav- 
ing cream, do you?” the answer of 
“No” would come much easier to 
the customer. 

This is certainly a logical policy 
in the lumber yard store, where cus- 
tomers are buying lumber to make 
things themselves, or to repair their 
homes. When a piece of unfinished 
furniture or millwork, a corner cabi- 
net or screen door is sold what is 
more natural or more productive of 
1 “Yes” answer than to say, “You'll 
need some enamel to finish that with, 
won't you?” 


Classify Associated Items 


It would pay to go over the whole 
stock in your display room, item by 
item. Select one item then look 
around to see what you have to asso- 
ciate with it. Make lists of the vari- 
ous associations you find, have the 
salesmen study it. It will pay well. 

Perhaps the most difficult phase of 
dealer help to the customer is that 
of colors and combinations. That re- 
quires a lot of good taste and color 
sense, and that is something that 
many people cannot acquire. If you 
are born with it it can be developed 
but if you don’t have it, all the rules 
in the world can’t help you. 


Color Expert 
Usually some one person is best 
suited for that job. He should be 


SHERWIN-WiLLiams Paints 





built up as the color expert which 
puts on him the responsibility of 
knowing what he talks about. There 
are excellent books on color har- 
mony which should be studied. The 
theory of color is an intensely inter- 
esting subject and one which can 
not be tossed off with a flourish of 
the hand and the exclamation of 
“Lawvly” 

It is most strongly recommended 
that the person who takes over the 
duties of color expert takes a special 
course in color in an art school. If 
there is any volume of potential 
business it would be well worth it to 
the dealer to pay the expenses for 
such a course which would probably 
be two or three nights a week for 
three or four months. The sureness 
in the execution of color harmonies, 
and of mixing colors to keep them 
from going flat; or becoming muddy 
or sickly would make people come to 
buy just to get his services. The ad- 
vertising value would be great. It 
could be featured in local newspa- 
pers, and the finished results in the 
homes would bring in many more 
customers, 


Timid Souls 

Many women fancy themselves 
decorators but lack the self assured- 
ness necessary to produce successful 
color schemes. So rather than make 
a mistake they put off redecorating. 
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A color advisory service would 
make up their minds to do it now. 

Naturally much diplomacy is 
necessary in handling color advisory 
problems. The timid soul who 
wants plenty of color but always 
ends up with a soupy color like cof- 
fee with too much cream should be 
gently encouraged to let her person- 
ality show in the decorating. It will 
give her a lift and the pleasant sur- 
prise she gets at actually having 
such nice colors as in the magazines 
will make her a friend for life. 


A Little Flattery 


That does not mean that she 
should be given loud colors or such 
colors that an opera star’s own col- 
orful personality could use as a back- 
ground. It does mean that anyone 
should have colors just one notch 
higher than the color of her own 
personality to give her encourage- 
ment. Appeal to her adventure. 
Make her think that she is different 
from the general run of people who 
never could get out of the rut. Then 
say, “here is a color that reminds me 
of you. Different, yet absolutely 
sound. Pleasant, but not at all 
giddy.” As in all salesmanship, a lit- 
tle flattery, based on fact, brings a 
smile, and once the customer has a 
smile the battle is more than half 
won. By no means should such tac- 
tics be overdone. One dealer had the 
sad experience of complimenting 
Doctor Rogers for being the best 
doctor up at the hospital, whereupon 
the good doctor informed the dealer 
that he was not at the hospital, that 
he was a veterinarian. Better to say 
nothing than to have your facts 
wrong. 


Know the Helps 


Manufacturers’ helps, such as 
color sample books with chips large 
enough to put with samples of other 
materials, style books with excellent 
color pictures and ideas for interior 
and exterior color schemes can be o* 
inestimable help in talking to a cus- 
tomer, but the accent should be on 
the personal competence of the ad- 
visor. If the advisor must look 
through books in the presence of the 
customer to get ideas the customer 
soon gets the feeling that she might 
as well do the looking herself, and 
that the advisor is merely in the 
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way. So she wants to get out of 


And sel- 


there as soon as possible. 
dom does she come back. 


Family Man 

If a person comes in because of an 
ad or if you go to see him, not hav- 
ing known him before, it is not out 
of place to talk about his home, 
where he lives, does he have children 
or any of the other personal phases 
which would not be embarrassing. 
People enjoy talking about those 
things. You can tie it into the sale 
to be made. Say, “With those boys 
of yours running around you are one 
person that needs the very best floor 
varnish there is.” 


Color on the Outside 


Color has come into the home but 
it is lagging on the outside. Don’t 
hesitate to recommend a barn red 
house with white trim, or a chrome 
yellow house with french gray shut- 
ters. Sell distinction. People want 
to be a little different but just need 
some encouragement. You can say, 
“There is no reason why a house 
with the fine proportions that yours 
has shouldn't have a more distinc- 
tive color scheme than the general 
run of white.” 
down his throat. 


But don't crowd it 

See his reaction 
then go on from there. 

Now that exterior remodelling is 
out for the duration, restyling by the 
use of paint and color can be empha- 
sized more strongly. Seemingly the 
whole proportions of a house can be 
changed by the proper use of color. 
Thin trim boards can be painted out 
in the same color as the body, or the 
entrance can be given its proper 1m- 
portance by contrasting colors. Just 
as in the use of color in other fields 
this should be done by an expert. 


Expert Advice 


Another way to do it is to arrange 
with an architect on a fee basis, to 
look at the building and to make rec- 
ommendations as to styling with 
paint. The dealer could suggest, or 
even advertise this service to his cus- 
tomers, many of whom would be 
glad to pay a small fee for competent 
suggestions. Most residential archi- 
tects would charge five dollars to 
make such an inspection trip and 
give written recommendations. This 
should be paid directly by the cus 
tomer so it should not look as if the 
dealer is making a profit on the deal. 
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some respects. 


Varnish 





(Of course it would be impossible for 
the dealer to absorb it as the amount 
spent for exterior paint for a house 
would not leave enough leeway. 


Employee's Sales Sense 

The responsibility of the yard 
employee to the customer coming 
into the display must be 
stressed. Those employees who are 
not. primarily salesmen, such as 
bookkeepers and yard help should be 
taught the elements of customer re- 
lations. There is a big opportunity 
there to further good will and to 
make people enjoy coming to the 
vard. 


room 


Each customer's purchase is, in 
his own eyes, a very important 
transaction, however small. Each 
customer likes to be treated as if his 
past, present and future business is 
appreciated. 

An actual case in point occurred 
last Fall. A customer called for a 
12 ft. length of base shoe and the 
yard man brought in a 14 ft. length. 
The bookkeeper invoiced 12 feet. 
Noting the difference the customer 
jokingly said, “What! You're going 
to give me two feet of lumber after 
I bought only nine hundred dollars 
worth of lumber here last fall?” And 
the bookkeeper replied, ‘I wouldn't 
know whether you bought nine cents 
or nine dollars worth.” An intelli- 
gent employee, too, but without that 
coaching that provides sales sense. 

Previous article have covered the 
relations between painting contrac- 
tors and dealers and have pointed 
out that it is frequently good policy 


cooking methods 
changed. Modern kettles heat varnish by hot vapor 
instead of roaring fires. 
after the war include “a flood of new things that will 


delight the public.” 


Paint ingredients once considered irreplaceable, 
for which satisfactory replacements have been found 
since the war cut off the supply of the originals were 
enumerated recently by Dr. J. S. Long, head of the 
chemical research department of DeVoe & Ray- 


Many formulas formerly based on China wood 
oil (Tung oil) because it cooked fast, saved time 
in varnish stacks, and provided varnishes which 
had good water resistance and fast dry have been 
shifted to dehydrated castor oil with no noticeable 
difference, with the exception that varnish kettles 
had to run more hours per week. Restrictions on 
castor oil caused a further shift to specially proc- 
essed linseed oil derivatives, with minor losses in 


have also been 


Dr. Long's promises for 


to act as a clearing house for paint- 
ing jobs, recommending painting 
contractors to owners in the expec- 
tation that the paint will be bought 
from the dealer. In the relations 
with the owner in this case much 
diplomacy is to be used to avoid go- 
ing over the head of the painting 
contractor. The contractor buys the 
paint and he should order it, though 
the dealer should stand ready to as- 
sist the customer where he needs it. 
Visit the Job 

One of the best ways to pick up 
some extra business from the con- 
tractors is to visit the job when the 
painter is working. It is then that 
he is thinking about what he needs 
at the moment or for the next day. 
After work he may want to relax or 
go home so he may not bother to 
visit the dealer to get the materials 
he should have, possibly buying 
them from some store in the neigh- 
borhood or even “makeshifting” 
with something he has on hand. The 
salesman who visits the job can go 
over a checklist, see what the opera- 
tion is going to need and check with 
the painter as to his supplies. That 
relieves the painter of remembering 
or making a list of what he needs. 
The dealer can deliver it the next 
morning or the same day if needed. 

Summing up the technique of han- 
dling paint customers it may be said 
that only one thing is necessary and 
that is to put yourself in the custom- 
ers shoes to know what you would 
like in that case, then turn around 
and do it. 
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Dealers Can Profit 
by Equipping Farmers 
to Sell Their Crops on the Hoof 


ORE OFTEN than not a 
farmer who realizes consistent 
profits on his agricultural op- 
erations is a farmer who sells his 
corn on the hoof. Beef stock raising 
is one of the money making ends of 
the agricultural industry. Buy calves 
young and light—feed ’em—fatten 
‘em—sell ‘em. That’s the formula. 
There are certain essential items 
of equipment necessary to this proc- 
ess and in the provision of these 
things the lumber dealer finds his 
entrance into the stock raising pic- 
ture. Of foremost importance is an 
adequate shed to provide shelter 
from cold inclement 
weather and a centralized place for 


winds and 


feeding and watering. 

The accompanying diagram shows 
a shed that is open on two sides and 
is said to be adequate for feeding 
30 head of cattle. Many farmers in 
the Northern sections however pre- 
fer to have their sheds more enclosed 
with only a large doorway open to 
the weather. ne consideration in 
building such a structure is rigidity. 
Cattle are heavy beasts, weighing 
well over one-half ton when sent to 
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market, and the shed which shelters 
them must be built with sufficient 
strength to withstand the pushing 
and shoving of several animals at 
one time over a period of many years 
of service. 

Though not an absolute necessity, 
it is recommended that the cattle 
shed be set upon concrete founda- 
tions which extend a foot and one- 
half to two feet above the ground. 
Manure piles up to surprising 
depths during a season of cattle feed- 
ing and it is advisable to have it re- 
tained by a concrete wall which will 
not deteriorate through the vears 
from constant dampness. 

Because of manure piling up it is 
also necessary to build the shed com- 
paratively high (notice that the 
drawing shows nine feet to the cross 
pieces) so that when manure be- 
comes two feet deep or so, there 


Above: Feed lot where one astute farmer 

lets the corn he raises grow into additional 

profits. Right: Wooden tank which has 
given many years of satisfactory service 


will still be adequate head room for 
the cattle. 


A gutter to carry away rain water 
is an important part of the cattle 
shed because under heavy hoofs soil 
quickly turns to a mire of mud if 
water is introduced. 

Some farmers have built their 
feed bunks as a part of the cattle 
shed, anchoring them to the studs 
and upright posts therein and thus 
giving them the strength of the 
building itself. However if this 
method is followed they must not 
be nailed in place, but should be 
bolted with holes at several different 
heights on the studs so that the 
bunks may be raised as the pile up 
of straw and manure raises the 
ground level upon which the cattle 
walk. 

eed bunks should be built with 
strength as their primary qualifica- 
tion. Good sized timbers and ade- 
quate bracing enters into the picture. 
The added cost involved in such 
quality construction is more than re- 
paid in lengthened period of service. 
A weak feed bunk will be pounded 
to pieces in a very short time. 

Average size is 12 feet long and 
four feet wide for the feeding sur- 
face. The length can depend upon 
the length of material in the dealer's 
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bin, choosing a length which needs 
no trimming and therefore involves 
no waste. An average height is 26 
inches with the feed trough having 
a six inch high rail to retain the feed. 
When feeding baby beeves, 20 inches 
is sufficient height. 

If the legs are set in from the ends 

[ slightly more, standard 
length lumber will be long enough 
to act as bracing running crisscross : 3 Nae NY 
from the top of one leg to the bot- y) os bed! 
tom of the next. 
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One of the farmer’s most tiring 
jobs is carrying corn from the crib 
to the cattle shed and filling the feed 
bunks. Some farmers fill a wagon 
with corn and then park it with its 
load in the cattle shed, shoveling the 
corn from the wagon to bunks as it 
is needed. For several reasons this 
is only semi-satisfactory. A real so- 
lution was worked out by a farmer 
whose corn crib was located near to 
his cattle shed. He extended the 
blow pipe of his hammermill up 
to the second floor of the corn crib, 
then ran an enclosed chute on a con- 
siderable down pitch to the side of 
his cattle shed. He cut a hole in the 
side wall to admit the chute which 
opened into a large box built on the 
inside of the cattle shed wall. The 
box had a sloping bottom and two 
slide-up doors on its front side. Un- 
der one door the farmer slid one end 
of his largest feed bunk. The process 
began by operating the hammermill 
whose fan blew the corn up through 
the spout into a box where it slid 
by gravity down the chute into the 
bin in the cattle shed. The bin was 
large enough that one filling would 
last for several feedings. To fill the 
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largest feed bunk he need open only 
the proper slide-up door on the bin 
and shove the corn along the bunk. 
Other bunks, only a few feet away, 
could be filled from a basket filled at 
the other slide-up door on the bin. 

When it is not practical to blow 
the feed from the crib to the sheds, 
the same box device can be used on 
the inside of the shed, the box to be 
filled from a wagon driven up on 
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Diagram of a labor-saving set up described in the text for shifting feed directly from the 
corn crib to the feeding shed 
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Midwest plan drawing 


the outside where the ground is hard 
and solid, thus avoiding the risk of 
miring the wagon or truck inside of 
the cattle shed. 


A self feeder is a convenient de- 
vice for outdoor use. Details of its 
construction are shown in the ac- 
companying drawing. Note that the 
supporting studs are on the outside 
of the structure, thus giving it added 
strength to support the weight of the 
load. Two doors are provided in the 
roof for filling and one end is re- 
movable for cleaning purposes. 

In addition to food and shelter the 
animals must have water in adequate 
supply. This means a tank of some 
type must be present, preferably in- 
side of the shed to help to keep it 
from freezing in winter. The lumber 
dealer can provide the materials 
whether the farmer chooses to build 
with cement or wood. There are 
companies which manufacture wood 
tanks complete to be sold through 
lumber dealers. 

The dealer who keeps his eyes 
open to notice the specific needs of 
the farmers in his community can 
often point out a need and make a 
sale. For instance, it may be that 
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the farmer's stock feed lot is located 
so that it is swept by all wintry 
blasts. Provision of a high fence-like 
windbrake will shelter the cattle ; al 
low their body heat to be used to 
produce fat instead of to merely keep 
them warm. 

Although it is not necessary to 
successful stock raising, a manure 
pit is advantageous in getting full 
results from such efforts. It is esti- 
mated that a concrete manure pit 
soon pays for itself by helping to 
conserve fertilizing elements which 
are lost or destroyed if manure 1s 
allowed to lie in an unpaved open 
yard. The value of farm manure is 
chiefly in its nitrogen, phosphorus 
and postassium content, and sun, 
wind and rain rob it of more than 
50 percent of its effectiveness. 

Only two things are necessary to 
save almost all of these elements: (1) 
Generous use of bedding to absorb 
liquids which contain the larger part 
of the fertilizing values; (2) stor- 
age of the manure in damp, compact- 
ed piles, in a watertight weather- 
protected pit. 

The pit illustrated has the added 
advantage of the sloping floor to the 
liquid tank equipped with a hand- 
pump. The track for the manure 
carriage can run from the cow barn 
to the pit, and the stock pen can be 
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Midwest plan drawing 


cleaned into it periodically. Some 
stock raisers prefer to raise their 
cattle on concrete floors and this fa- 
cilitates periodic manure removal. l 
The manure pit has a driveway to A | 
accommodate the manure spreader WY - 
when it is time to transport the fer- 

tilizing material to the fields. 
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Above and right: Drawing of cattle self- i 
feeder with dimensions which is described in — 
text. Below: Plans for a rather elaborate ma- 

nure pit, also described 
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Portland Cement Assn. drawing 
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BUSINESS ROLLS IN 


to Dealer Who Advertised Build-Yourself-Brooder 


Wood Lumber Co., Birmingham, 
Ala., hit the jackpot when it began 
the package selling of a special chick 
brooder. Upwards of 300 were sold 
during the first month of an adver- 
tising campaign which included spot 
radio announcements and a four- 
inch display space on the industrial 
page of a Birmingham newspaper. 

People began calling and writing 
the concern from far and near in 
search of the makings for the 
brooder ; inquiries were so numerous 
in fact that duplicate orders were 
made out on a ditto machine, so that 
only the name of the purchaser had 
to be filled in as sales were made. 
These orders listed the materials 
needed. 

“The all-purpose electric brooder 
is built on a design by the Extension 
Service of the Alabama Polytechnic 
Institute at Auburn and one recom- 
mended by the Alabama Power 
Company which also advertised it,” 
said Allen K. Wood, president of the 
Wood Company. “The brooder is of 
a type which can be used indoors or 
out-of-doors, on farms, in small 
towns or in cities. Probably most of 
our customers so far have been urban 
dwellers who, worried about the 
dwindling meat supply, decided to 
grow their own fryers. 

“We furnish the blueprints for the 
brooder free of charge, and sell all 
the necessary materials for building 
it bound together in one package for 
$6.48. This includes the siding, lath, 
roofing, insulation, nails and screws ; 
in fact everything needed except 
wiring and lights. It is recom- 
mended that the brooder be placed 
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adjacent to an established electrical 
outlet in the garage, on the back 
porch, or in the basement, so that an 
extension cord may be run to it. 
This saves critical wiring materials.” 

In the beginning, J. A. Jones, 
sales manager, said several of the 
brooders were built in the plant by 
carpenters in their spare time, these 


scarce poultry mesh or hardware 
cloth. 

“It was amazing to us the re- 
sponse we received from our adver- 
tising of the brooder,” said Mr. 
Jones. “We received stacks of or- 


ders and requests came in from as 
We could not fill 
territory but 


far as Oklahoma. 
orders outside our 





Special electric brooder suited to use on farm or in city which was the source of a rush of 
business for the Wood Lumber Co., Birmingham, Ala. 


being used more or less for demon- 
stration purposes. However, the 
concern’s policy is to sell only the 
makings. Many purchasers prefer 
to make their own brooders, or else 
to employ a carpenter on their own. 

In essence the brooder includes a 
hover, equipped with electric lights 
to provide warmth and protection 
for the baby chicks, and a sun porch, 
built mostly of lath, in the place of 
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more or less as a good will gesture 
we sent them copies of the instruc- 
tions, so that they could buy needed 
materials from their local dealers.” 

Mr. Jones said the company, in a 
bid for more farm trade, was now 
sending a syndicated form paper to 
boxholders on rural routes. This 
paper features plans for the con- 
struction of farm homes, barns and 
outhouses. 
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7] Axioms of Advertising 


WAR or No War... 
Keep Your 
Advertising 
Up to Par 


Good Advertising has a long arm to reach out 
for new business and a short arm to jolt compe- 
tition. 





A business can’t be kept going, war or no war, 
unless people are kept informed about it. 


Count advertising space in terms of opportunities 
neglected rather than opportunities bought and paid 
for. 


Good Advertising is no more a waste of money 
than is the purchase of fuel for an engine. 


See the value of a smaller space when large space 
costs too much. 


War or no war, the public is entitled to be told 
about new products and new methods. 


Good Advertising calls for as much study of 
what people want to buy as of what the adver- 
tiser wants to sell. 


Sales volume without advertising is about as diff- 
cult as tire mileage without gasoline. 


The dealers who complain loudly about the cost 
of advertising are as constant readers of its messages 
as others less prejudiced. 


Good Advertising doesn’t take the place of 
salesmanship, but it makes it half as hard and 
twice as profitable. 


Bear in mind the three important things prospec- 
tive purchasers want to know; what, where and how 
much. 


To ape some other advertisement because it’s 
clever, spectacular or gorgeous, may result in a finan- 
cial flop. 

Good Advertising must not arouse suspicion 
by what it neglects to say. Make it look as hon- 
est as daylight and it must be as honest as it 
looks. 


Begin with straight talk, straight from the shoulder 
and end with a straight punch. 


Make readers think of the quality of the product 
rather than of the cleverness of the advertisement. 


Good Advertising is never read with a skep- 
tical look and a shake of the head. Instead, it 
meets with “They’ve got something there.” 


Keep the highway between producer and consumer 
open and ready for the coming of post-war traffic. 


Waste no space in high-falutin’ talk about non- 
essentials, but brass-tack your way right to the nub 
of the proposition. 


Good Advertising is a friend to the buyer and 
a Godsend to the seller. 


Flash-in-the-pan advertising is seldom successful. 
It must be persistent, consistent and insistent. 


There are many ways to advertise. No possibilities 
should be overlooked. 


Good Advertising knows it is to be read, not 
merely to be looked at. 


Don’t try so hard to be sensational that you fail 
to produce the right sensation. 


While it takes a salesman to sell prospects, it takes 
advertising to make prospects. 


Good Advertising must attract attention; it 
must win readers; it must be understandable, 
believable and convincing. That’s enough. 


WATCH FOR AMERICAN LUMBERMAN SERIES OF ARTICLES 


ON DEALER ADVERTISING METHODS. 
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Dahlberg says 
all who work 
can own homes 
alter the war 


Bror Dahlberg, president of Celo- 
tex Corporation, predicts that the 
building industry will provide both 
houses and jobs for millions of the 
men returning to civilian life after 
the war. As a result of the stoppage 
of home building and of the inade- 
quate out-of-date character of much 
of the present housing, he says, at 
least a million homes per year will 
be built for the ten years following 
the war. Because of technology 
costs can be cut 30 to 40 per cent, 
so that anyone who wants to work 
can have a home. 

Although Dahlberg sees the home 
of the future built from machine- 
made materials which are proving 
their worth in war-time construc- 
tion, he disapproves regimentation 
in design. 

“A home will always be an indi- 
vidual matter,” he said. ‘‘What we 
are building hastily by the thousands 
now around our war plants should 
not be taken as the complete pattern 
for the future. The haste required by 
war makes standardization necessary 
but homes after the war can be as 
different as the people who occupy 
them, even though they are built of 
the same materials. 

“Already the architects and de- 
signers are developing hundreds of 
new designs for private homes, 
using the same materials that are 
going into regimented housing proj- 
ects, but turning out more different 
plans than there are designers. 

“A ‘Machine House’ need not be 
standardized house. It is nothing 
more nor less than a house in which 
the essential elements are mass-pro- 
duced instead of being laborously 
put together for each job and it can 
be arranged to suit individual taste.” 
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Wooden tanks won’t win the war, but they’re doing a big job for 
victory by serving as models for new designs of the real steel 
battle-wagons. The Ordnance Department’s Tank-Automotive Center 
is constantly building preliminary wooden models of weapons, 
vehicles and components to give designing engineers a clear view 
of how the ideas they have worked out on paper look and operate 
when actually made. 





If it is a full-scale vehicle model, personnel can climb into it, try 
the controls to see if they are placed and designed for greatest 
efficiency, and see if “stowage” is adequate. 





Recognizing that many of the outstanding developments of the 
war will come out of laboratory test tubes, The Franklin Glue 
Company, Columbus, Ohio, has just completed the installation of 
its enlarged and modernized laboratory which is engaged in con- 
stant experimentation to solve adhesive problems arising from the 
war effort as well as those arising in the manufacture of essential 
civilian goods. Recent research in this field has included adhesive 
problems in connection with the substitution in certain articles of 
canvas instead of rubber, the gluing of glassine bags, the gluing of, 
leather to wood and the use of glue in connection with glass bottle 
stoppers. 
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Salvage Campaign Shows Growth 


The industrial re-use of salvagable 
lumber urged by the AMERICAN LuM- 
BERMAN as a part of its lumber sal- 
vage campaign instituted last fall 
continues to yield ever increasing re- 
sults, as indicated by correspondence 
handled by the salvage editor. It is 
impossible to estimate the amount of 
lumber saved for second and _ third 
use, which without the free exchange 
service offered in these pages as one 
of our contributions to help win the 
war, would have been wasted. 

A few figures, however, and some 
speculation from them are interesting, 
and provide a rough clue to what has 
been accomplished. The salvage edi- 
tor’s files show over two hundred 
matchings of supply and demand for 
salvagable lumber among industrial 
users. The amounts of lumber in- 
volved range from a few hundred feet 
to carload lots. Exchanges have been 
made in and between 36 States and 3 
Canadian Provinces. 

In many cases, of course, the initial 
transaction in salvaged lumber was 
only the beginning of a continuous re- 
lationship between the two firms 


brought together through publication 
in these pages of the needs of one and 
the supply in the hands of another. 
The current series of supply and de- 
mand items alone numbers more than 
30. 

In addition to the known cases as 
revealed from AMERICAN LUMBER- 
MAN files, it is only reasonable to con- 
clude that there are many other con- 
summated locally, and not referred to 
us, but suggested by editorial mate- 
rial in connection with lumber salvage. 

There is no indication at present 
that the new lumber supply will be 
appreciably easier in the next few 
months. Thus, the lumber salvage 
campaign is just as important in the 
operation of many wood consuming 
industries as it was at the time it was 
inaugurated. Without doubt there 
still is a great waste of new and used 
short pieces which could be sold for 
re-use by another consumer. <An- 
nouncements of supplies of such pieces 
will be published on this page without 
obligation to the owner of the lumber 
or the party interested in it. 

Pieces as short as a foot often have 





QUA PAINTS prorect 


Clean Up wx Paint Up/ wr cons 





A= 
PLEASE 


New window display is shown above, die cut with 
two wings as shown, lithographed in brilliant colors. 
Size of display set up as above is 40” wide by 40” 


high. 
20” wide by 8” deep. 


Space for imprint, above house in center, is 
Each display is packed in a 


carton and is being made available to help dealers in 
paint, hardware, lumber, and building materials to 
tune in with the 1943 Clean Up-Paint Up-Fix Up Cam- 
paign, which will soon be sweeping the nation in 
support of the government’s wartime conservation 


program. 
intended to cover only cost 


It is sold on a cooperative price basis, 
and handling, by the 


National Clean Up and Paint Up Campaign Bureau, 
1500 Rhode Island Avenue N. W., Washington, D. C. 
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a use and a market if available in 
quantity, and can be sold even if nails 
have to be removed by the purchaser, 
Every carload of small dimension 
shorts that is salvaged for another use 
means another carload of long length 
dimension that can be supplied for a 
market where shorts cannot be used. 


Current Salvageltems 


Write to the Salvage Editor, Ameri- 
can Lumberman, 431 So. Dearborn St., 
Chicago, Ill., for further information 
about any of the following items. 
Please mention the number of the items 
in which you are interested. 


Available 
56. 

We have a quantity of 1x4 inch 
softwood crating strips available, 
subject to prior sale. 

57. 

‘ir wallboard and sound two side 
plywood. Wallboard largely 4 x 6, 
7, and 8 feet with some 9, 10, and 
12 foot lengths. 


Wanted 
58. 

Have use for a car of hardwood, 
any species but oak and ash, d2s to 
finish 34 x 1% with round edges by 
20/30 inches clear, a.d. No priority 
required. 

59. 

Want carload quantities (7000 to 
8000) of following shook : 

2 ends 913/16 x 8% x % inches 

2 sides 12 9/16 x 8% x % inches 

Bottom 129/16 x 1015/32 3 4% 

inches 

Top same as bottom 
These are finished sizes after equal- 
izing. All parts may be one or two 
piece except bottom which may be 
three piece. No piece less than 2% 
inches in width. Widths given are 
minimum, so might add ¥% inch for 
shrinkage. If unable to equalize add 
3g inch for this purpose. Moisture 
content must be between 12 and 18 
percent. 

60. 

We need blocks % to 25/32 inches 
thick by 4-9/16 x 4-9/16 inches. 
Also pieces of same thickness 5-5/8 
x 6-13/16. Can use 50,000 of each 
size. Any kind of wood is satisfac- 
tory as long as it is dry and will not 
cup or twist. It may be either S25 
or S4S. 

Also can use 200,000 lineal feet of 
strips 3/4 x 3/4 inches in lengths 
three feet and over. Any species 1s 
okay if dry and straight. Can_ be 
either S2S or S4S. 
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hes 


3 ¥, for the preservation of lumber in war use are 
fully met by PERMATOX WR Oil Solutions. 






jual- * They provide an effective, easily applied 3-way treatment: 
two (1) Toxic, to control decay, mold, mildew and attack of 
» be | |. PERMATOX WR— termites or other pests: (2) Water repellent, to control 
a1, | USN... combining Iron warping, swelling, shrinking and end-checking; (3) Wood 
-/? | Blue (Prussian blue), and Sealer, which is compatible with copper bottom paint and 
_&T© complying with U.S. Navy will not interfere with satisfactory application or dura- 
1 for specifications. bility of paint, putty or varnish, after drying. 


add Also supplied for the preservative treatment of H.O.M.B. 


page * truck bodies, Q.M.C. equipment chests, Army pontons, 
118 . : : 
ad kk boat lumber, construction timbers and Signal Corps poles. 
i it > ‘ wo 

2. PERMATOX WR— Reng A oe —— of Nat. Door Mfrs. Assn., and 
ches | USMC . . . meeting the 
ches. esa of the U.S. PERMATOX WR Chemicals are furnished ready-to-use, 
5/8 aritime Commission. or in the form of concentrates to save freight and cargo 
we space. Available for prompt shipment on suitable 
we - priorities . . . write for details. 


1 not 
S2S — 3. PERMATOX WR— 
SA ... prepared in ac- 
et of | Cordance with U. S. Army 
specifications T-1184-C. 


A. D. CHAPMAN & COMPANY, INC. 


“T DOWICIDES 333 N. Michigan Ave., Chicago, Ill. _PERMATOX 
» & * Portland Memphis New Orleans New York 
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American Industry Makes Ready 
lor the Days After Victory 


On these pages is a digest of a symposium entitled *‘/.merican 
Industry Makes Ready for the Days After the Victory’’ delivered 
before The Union League Club of Chicago. The program was 
based around the post-war program of The Committee for 
Economic Development, a group of top-flight businessmen, 
which is recognized as doing some of the most constructive, 
practical thinking about the post-war World that can be found 
in America today. 

Because of the down-to-earth approach of these speakers to 
problems which are foremost in the minds of businessmen today 
the AMERICAN LUMBERMAN takes pleasure in bringing this 


presentation to the attention of the lumber and building industry. 


THE SPERKERS 


Paul G. Hoffman President. The Studebaker Corp. and 


Chairman, The Committee for Economic 
Development 


President of the Burlington Railroad 
Chairman of the 7th Federal Reserve District, 
Field Development Division, of the Committee 
for Economic Development 

Sales Manager, Keystone Steel & Wire Co. 
Chairman of the Peoria Guinea Pig Committee 


Ralph Budd 


Walter Gardner 
THE COMMITTEE 


The idea for the establishment of the Committee for Economic 
Development originated from a suggestion by Secretary of Com- 
merce Jesse Jones that a group of businessmen organize to accept 
the responsibility of assisting commerce and industry to develop 
means for making their contribution to post-war prosperity 
through the achievement of optimum employment and high pro- 
ductivity in that era. The committee is independent and self- 
financed but has the support of the Dept. of Commerce. 

As projected it is to be composed of a Board of Trustees, 
twelve regional chairmen (to head regions which correspond 
geographically to Federal Reserve Districts), about 150 district 
chairmen, and an undetermined number of local committees. 

Committee activities are in two major divisions: a Field De- 
velopment Division and a Research Division. The former divi- 
sion has the responsibility of stimulating and helping individual 
enterprises in planning their programs of products and market- 
ing for the post-war period. It is concerned mostly with the 
small businessman. The Research Division is devoted to the 
creation of an environment in the post-war period favorable to 
the expansion of enterprise. Its thesis is that all policies of gov- 
ernment, business and labor which interfere with expanding 
employment should be changed. The criteria for change is the 
general public welfare, and is to be determined by an advisory 
research staff of university economists. 

Significant facts about the committee: it is an aiding and 
encouraging organization—not a planning organization. It helps 
local business to work out its own problems in its own way. 
The committee works on the assumption that it will be the 
accepted public policy and belief that the highest standard of 
living and the greatest amount of remunerative employment can 
be provided in this country, not through a maximum of govern- 
ment works but through a minimum of such spending of public 
money, and through the encouragement of maximum employment 
in private industry. 


MR. HOFFMAN SPEAKS 


KTIER PEARL HARBOR, you 

and I and almost every other 

American said: “We have got 
to win this war, and this time 
we have also got to win the Peace.” 
A little later the statement more cur- 
rent was this, “We had better win 
the war first and then talk about 
winning the Peace.” 

[ happens that I am convinced, 
and many others are, that if we wait 
to start winning the peace until 
after the war is won, we will al- 
most certainly lose the peace. ‘‘Win- 
ning the war” is a vague phrase but 
to me it means a complete military 
victory over both Germany and 
Japan and no appeasement. 

By “winning the peace’—as a 
minimum specification, I think we 
all agree that as citizens, we must 
continue to enjoy the protection of 
the bill of rights, and as business 
men and workers we must enjoy a 
certain freedom from regimentation. 
Let’s put that conversely. We most 
certainly will lose the peace if, in the 
post war period, our free society is 
supplanted by a regime of regi- 
mentation. 


~ 


Pressure Worse Than Plotters 

There is a very real danger that 
we may lose the peace if we have 
too much unemployment for too 
long, in the post war period. Just 
go back a short time in modern his- 
tory. Mussolini organized his Black 
Shirts among the youthful unem- 
ployed of Italy. Hitler organized 
his Brown Shirts among the unem- 
ployed of Germany. There was too 
much unemployment for too long 
in the post war period in both of 
those countries. This gave men 
who had aspirations for dictatorship, 
their great opportunity. 

I have no fear that the plotters 
on the left will try to put us into 
a regime of regimentation or collec- 
tiveism after peace comes. Of 
course there are plotters, but they 
are not great in number, nor are 
they important. 

It is pressures, not plotting that 
may drive this country into the ac- 
ceptance of some kind of American 
Fascism or Communism, by what- 
ever name it may be called. There 
is no pressure equal to that of un- 
wanted idleness on the part of mil- 
lions. Asa business man I say that 
if we have that situation in Amer- 
ica it will come not by the plotting, 
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but as a result of default on the part 
of a great many good citizens, beth 
in and out of government. 


58 Million Jobs 


When peace comes, or as soon 
thereafter as possible; we must have 
millions and millions of jobs, and 
they have got to be for the most 
part, in private industry. You solve 
no problems if too high a percentage 
of those jobs is on public works. 

Now I don’t propose being vague 
and leaving this matter of job an- 
alysis to that careless phrase of “‘mil- 
lions and millions of jobs.” I hate 
to bore you with figures, but you 
can't get this framework, and you 
cant understand the problems un- 
less you consider some figures. 

3efore I talk about billions, I am 
going to talk about millions. In 
1940, our last peace time year, tlie 
number of persons gainfully em- 
ployed in the United States was ap- 
proximately 46 millions. The stat- 
isticians estimate that by December 
of this year—1943—there will be in 
excess of 62 million people employed 
in the United States. 

Our committee, instead of dealing 
in vague terms, has tried to make an 
estimate of what would be a very 
satisfactory level of employment. 
Please note that at no time in this 
discussion will any of us use the 
word “full employment,” which is a 
vague phrase and might mean any- 
thing to anybody. 

Our economists say that 58 mil- 
lion people, if gainfully employed 
two years after the war, will assure 
us of a satisfactory level of employ- 
ment. That is some 12 millions 
more than were employed in 1940. 
However, the job is not quite as 
tough as it sounds, because of that 
12 million, they calculate an army 
of at least 2 million more men than 
we had in 1940, when we had just 
about 200,000 men. 

The real job therefore is that of 
finding new jobs for about 10 mil- 
lion people. Just having people em- 
ployed is no answer to any problem. 
They have to be profitably employed. 
They have to be employed in pro- 
duction. These are the facts we 
want to keep in mind. 

In 1940 the United States econ- 
omy turned out a gross total of 
goods and services to the extent of 
approximately 100 billion dollars of 
which 2 billions were war goods. 
This was not national income; it 


was the gross output of goods and 
services. 

This year, in terms of 1940, our 
economy will turn out approximate- 
ly 125 billion dollars worth of goods 
and services, of which 85 billion 
will be for war purposes. One cus- 
tomer of American business is pur- 
chasing G2 billion dollars worth of 
our output, a tremendously signifi- 
cant fact. 


Post War Production 


How much output do we have 
to have in the post war period, 


| 


si OB 





at the end of this year. There are 
some under-age boys in the army, 
who would ordinarily be in school. 
There are some over-age people in 
industry, also several million wom- 
en. Some of us hope that some of 
them will go back home. 

We think that jumping peace time 
production from 70 billions at the 
end of the war to over 140 billions 
in two years is an attainable growth 
under certain circumstances. There 
are not going to be millions of people 
walking the streets. Certainly the 
last thing any of us wants is to have 
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Left to right: Walter H. Gardner, Ralph Budd (standing) and Paul G. Hoffman, the 
three speakers; and Union League Club President A. C. Cronkhite, as they appeared at 
the special dinner. 


to profitably employ, for produc- 
tive puroses, those 58 million peo- 
ple? What would happen if the 
whole load fell on industry and busi- 
ness? 

Our output of goods and services 
would have to be approximately 140 
billion dollars as a minimum figure 
measured in terms of 1940, not al- 
lowing for around 10 billions of war 
goods, or a total of 150 billion dol- 
lars. 

The thing that concerns us, of 
course, is the production of peace 
time goods. When the war ends, 
our economy will be turning out ap- 
proximately 70 billion dollars worth 
of peace time goods and services. 
We have got to get back to 100 
billion dollars as fast as we can, and 
push through and up to 140 billion, 
in order to employ productively, 
those 58 million people. 

You may ask how we arrive at 
the figure of 58 million, as against 
the more than 62 million employed 
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our men come home from the battle 
lines to bread lines, or what have 
you. This nation will not tolerate 
that, and we should not tolerate it 
for one second. 
Maintaining a Free Economy 

There is going to be a high level 
of employment. The real question 
before America is, is it going to be 
on a basis where we can maintain a 
free economy. And as you realize 
the monumental character of the 
task that confronts us, perhaps you 
will agree with the members of the 
committee on two conclusions. 

First, that our goal can never be 
reached unless individual business 
enterprises throughout America 
start planning their individual pro- 
grams of post war production and 
merchandising now, and 

Second, that the climate in the 
post war period is favorable to busi- 
ness expansion. 

We have got to have a climate 
ripe for roaring, hell-raising, risk- 
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taking economy after this war ends, 
if we are going to have the kind of 
expansion that will alone provide 
the necessary number of jobs in pri- 
vate employment. That keys the 
philosophy of this committee on this 
one front. If the myriad enterprises 
of America start their planning now, 
boldly and intelligently, the 130 mil- 
lion Americans may have the chance 
to plan their own lives after this 
war. We are really hoping and 
striving for the right to plan our 
own lives. That right is going to 
rest in no small way on how intelli- 
gently American enterprises plan 
for a bold expansion in the post war 
period, 


Committee Program 


Our committee is working on two 
lronts: One purpose is to stimulate 
and assist individual enterprises and 
their individual planning; we call 
this phase our field development 
division. Our other front is that 
of challenging the policies that bear 
on employment, and try and get bet- 
ter action, out of which may come 
this better climate to which I made 
reference. 

We are dividing up this program 
today in this way: Our field activi- 
ties will be covered by Mr. Budd. 
Mr. Gardner will tell what actually 
took place in a community when our 
plan got under way. 

We are trying to get a_ story 
across principally to the smaller 
manufacturer, the smaller employer, 
because the great big corporations 
don’t need us. We think we can 
help the small corporation, the small 
business man. Why? Because 
there is a certain amount of “know 
how” on post war planning by cer- 
tain manufacturers like Firestone, 
General Electric, Hercules Powder, 
and others which for two or three 
years have been thinking about the 
post war planning. Our first effort 
has been to gather in all that “know 
how” and make that available to 
that type of enterprise. 

We are also compacting into not 
over five years, developments in the 
way of new materials, volumes of 
materials and new technology that 
ordinarily would come about in 25 
years. We believe that in conjunc- 
tion with the Department of Com- 
merce, and the Federal Reserve Sys- 
tem with which we work closely, 
we can also deliver to that enter- 
priser, a second package of “know 
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Summary of Figures in Hoffman Speech 


Millions of Persons 


| errr terre rT rrr err ere ore 46 
Employment 1943 (estimate)... ...... 2... 6. se ee eee teen eee ees 62 
Estimated satisfactory post-war level of employment............ 58 
Civilian Goods in War Goods 
Billions of in Billions 
Dollars of Dollars 
U. S. gross output of goods and service, 1940.......... 98 2 
U. S. gross output of goods and services, 1943......... 40 85 
U. S. gross output of goods and services necessary to 
maintain post-war employment at 58 million....... 140 10 
Increase in annual rate of gross output by industry which 
must be accomplished within two years after war's end 
to attain satisfactory employment level... ... Ae 100 





how” on what the impact of new 
materials, new volumes of materials, 
and new technology may be on his 
business. 

Now to get at him we have to 
start through the Federal Reserve 
District. We obviously must get, 
in each of the 12 Federal Reserve 
Districts, a business man right out 
of the top drawer, because he in turn 
has to get help right out of the top 
drawer of his district. Then through 
the District Chairman, we get down 
to the man we are really after—the 
local chairman or local spark plug 
who, working not through new 
organizations, but existing organiza- 
tions insofar as possible, will attempt 
to get right down to that individual 
manufacturer. That is a very quick 
look at the way our Federal De- 
velopment Division is set up. 

A speech by Ralph Budd, presi- 
dent of the Burlington Railroad, and 
chairman of the 7th Federal Re- 
serve District of the Field Develop- 
ment Division of the Committee for 
Economic Development followed the 
opening address by Mr. Hoffman. 
Mr. Budd’s talk in essence covered 
the organization of the Committee 
for Economic Development which is 
described elsewhere on these pages, 
and for that reason the speech by 
Mr. Budd is omitted here. 


MR. GARDNER SPEAKS 
Mr. Gardner headed the work of the com- 
mittee in the test area of Peoria, Ill. 
I am a guinea pig from Peoria. 
I want to tell you why we started 
this plan down there. First, we 
were sold on the idea by Mr. Budd 
who is well known and well liked 
in Peoria, and by Mr. C. Scott 
Fletcher, his field man. We knew 
that, sooner or later, this job had 
to be done. We thought it would 
be fun to be among the first cities 


to do it. Individually and _ collec- 
tively we wanted also to help Ralph 
Budd get his report in first, even 
though it might have been the worst. 
We liked the way it was presented 
to us as individual industries. There 
was no formula to stick down our 
throats ; nobody told us they had a 
recipe for regimenting our life from 
the womb to the tomb. 

There are forty-eight industries in 
Peoria each employing more than 
fifty persons in their plants. There 
wasn't a one of these industries that 
at any time said, “Let’s win the war 
first,” because after all, what we 
want to win is a decent, serene liv- 
ing, and you can’t have that without 
a job. 

The Peoria Set-Up 

We set up an executive or advis- 
ory committee and three others : a re- 
search committee, an action commit- 
tee, and a public relations committee. 
The first thing to happen was when 
the research committee turned over 
to the action committee a list of the 
industries of Peoria, and how many 
men they employed. We called a 
meeting and asked the head of every 
company to come and bring the one 
man in his organization most likely 
to be interested in post war plan- 
ning. Generally, it was the sales 
manager. 

I also want to tell you how we 
got some of these men on the com- 
mittee. I called up the heads of 
some of the organizations and told 
them about the activities of the 
Committee for Economic Develop- 
ment. They immediately protested 
that they were so busy with the 
Community Chest, Red Cross, 
Chamber of Commerce, and so forth. 
After they got all through, I said, 
“Well, I don’t want you; I want 
the young man who is walking on 
your heels and going to have your 
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1938 and Today 


At Left: Our Libby Plant in 1938 
. Above: Same Plant in 1943 


J. NEILS LUMBER COMPANY 





Mills at Libby, Montana e Klickitat, Washington 
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West Coast 


Western 
every 
for lumber. 
are low 
producers are having difficulty in obtain- 


softwood 
effort to 


mills are making 
meet war requirements 
Generally speaking stocks 
and order files crowded. Many 
ing labor. Lumber buyers are finding it 
a real problem to obtain needed lumber. 


If the stock you require can be obtained 


The Western Wholesaler 
Will Do His Best For You. 


He is around daily among the mills, pick- 
ing up a little here and a little there, 
putting forth his best efforts to serve his 
customers. 





WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - - WASHINGTON 





277 y 2. 
a ene fe ¥ At ee he's 
110 Market St., SAN FRANCISCO, CALIF. 


DUNCAN LUMBER COMPANY, INC. 


Specialists in Heavy Douglas Fir Clear Cants 
and Shipdecking. 


SEATTLE, WASH. 


MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


Morrill & Sturgeon 
Lumber Co. 
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job one of these days, and probably 
doing it now.” So I got some live 
junior executives to work with me. 

I think that the reason we got our 
job done rather quickly was because 
we gave the industries something 
tangible to do. We asked them to 
consider post war opportunties, and 
to figure out how they could take 
advantage of that, we asked them to 
put down on a piece of paper: the 
number of people they employed in 
1940, which was 22,000; the num- 
ber of people they were emploving 
today, which was 30.000; and the 
number of people that they expect 
to be employing at a decent interval 
after peace broke out, and that was 
29,000. In other words, they ex- 
pect to nearly maintain the present 
economy in their industries. 

Questions 

The only thing that bothered us 
was questions. For example, they 
wanted to know: “When is the war 
going to end?” “What will be the 
speed of demobilization?” ‘What 
will be the value of dollars in which 
victory bonds will be paid off?” 
“Will Japanese labor be allowed to 
compete with American high priced 
labor?” “Where are we going to 
get tin after the war?” and a lot of 
questions like that. We told them 
this: “Gentlemen, no one knows the 
answers to those questions. But if 
those questions interest you, you 
have either got to find out the an- 
swers or make a very shrewd guess. 
You have got to look ahead just as 
far as you can, and be liberal enough 
to change your guess if you have 
to.” 

We gave them a deadline. It was 
January 15, when the report had to 
come in. Then we gave them a 
personal follow-up in which these 
live young junior executives were 
very alert. We also promised 
secrecy. No one wants to look into 
a crystal ball, and have it publicized ! 

The reports were turned over to 
the chairman of our committee ; they 
were totalled, and the total figures in 
round numbers only were released. 
The reports were then destroyed at 
the end of 30 days. 

Results 

Now as to the results. I don’t 
believe the answer of any individual 
firm was worth a damn. If we were 
to do the job over today, it would 
he different, or next month it would 
be different, but I believe our total 
figures are valuable. 


[ heard the other day of a pro- 
fessor who turned to the blackboard 
and drew a chalk mark 5% feet long 
and asked everyone in the class to 
determine how long it was. No one 
was right, but the average of all of 
the answers was 5 feet 6 inches. 

Another thing is that we analyzed 
the dangers, hazards and impacts of 
the post war period and changed 
our attitude toward them from 
dangers and hazards to opportuni- 
ties. Having gone through this, we 
see opportunities in the post war 
world. We already have commit- 
tees in some of the large organiza- 
tions following up the matter for 
their industries. One company has 
appointed a new official who has 
nothing to do but follow up on post 
war activities. There are particular 
individuals who are ready to carry 
on this work when the next chapter 
is ready to be written. 

We have had favorable publicity 
among our own townspeople and 
elsewhere. We have done some- 
thing as managers and _ capitalists 
if you please, to which labor has not 
objected because, after all, we are 
talking not of tons or dollars or 
profits; we are talking man hours 

"lf We Don't Do This Job, You 

Know Who Will" 

Working with Mr. Budd _ has 
given us new vision of post war 
opportunities. I don’t think any- 
body in Washington knows one 
thing about my job as well as I do, 
and I don’t think anybody in Wash- 
ington knows your job as well 
you do. Gentlemen of industry, ii 
you and I, and others like us, don't 
do this job, you know who is going 
to do it, and you might be able to 
guess whose money is going to be 
used to do it! 

In his concluding remarks, fol- 
lowing the Gardner address. Mr. 
Hoffman reiterated the necessity for 
the committee to have sound pro- 
posals ready when peace returns to 
such questions as “what to do with 
defense plants, surpluses, controls, 
mustered out soldiers; what about 
taxation, etc.’ He emphasised the 
necessity that progressive private in- 
dustry—not public works—have the 
answer to these problems of post war 
readjustment. University professors 
and practical businessmen are work- 
ing cooperatively to arrive at solu- 
tions. Mr. Hoffman sees a bright 
future for companies which are will- 
ing to plan and act boldly. 
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@ The Army has ordered 5,000,000 of these rugged, lightweight plywood foot- 
lockers for soldiers’ clothing. Each foot-locker requires 25 square feet of Douglas 
Fir Plywood. Among the firms manufacturing them is Seattle Luggage Corp. 
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We’re “chesty” about 


CHESTS! 


Douglas Fir Plywood is being used to build 
millions of them for the Army ! 


@ We're proud that Douglas Fir Plywood's light weight, 
great strength and durability make it a preferred material 
for Army chests. We're also proud that this Miracle Wood's 
many advantages are enabling it to do hundreds of differ- 
ent war jobs. For the more ways Douglas Fir Plywood serves 
now, the more useful it will be to you after the war is won. 









TO HELP SPEED 
VICTORY 
the Douglas Fir 
Plywood Industry 
is devoting its en- 









tire capacity to 
war production. 
We know this pro- 
gram has your 
approval. 


















@ More than 100,000 of these chests 
for Army Signal Corps communica- 
tion equipment are in use on various 
battlefronts and outposts. These 
sturdy chests are built of 12-inch 
Douglas Fir Plywood faced with 
plastic sheets. (Left) Even the trays 
which fit in these chests are plywood. 









DOUGLAS FIR 
PLYWOOD 


Real Lunboh 


MADE LARGER, LIGHTER 
SPLIT - PROOF 





SEND FOR OUR FREE 
WAR USE FOLDER 
Dozens of actual photographs 


show you how Douglas Fir 
Plywood is aiding the war 








effort. Write Douglas Fir Ply- 
wood Assn., Tacoma, Wash., 
for your free copy. 
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Back of Beyond 

Nota Bene: 
trol, 
these 


Food control, wage con- 
price control, manpower control; 
things set the switches for all 
business. 

Less and less possible for civil indus- 
try to guess its future by old standbys 


such as supply and demand, internal 
competition, car loadings, industrial 
finance. 


Business picture, 
background, has 


including lumber’s 
been changed in past 
couple of weeks. Reason, new position 
taken by government in regard to in- 
flation control. Because of much public 
fumbling, business men are generally 
inclined to discount the Administration’s 
new orders. Better take them more se- 
riously than that; because much self 
interest on part of powerful groups is 
more or less aligned behind them. 


Business Control 

Government agencies overlap; get into 
each other’s hair. Everybody knows it. 
But we’re seeing that this overlapping is 
more than “bureaucratic bungling”; are 
beginning to see that it’s a factor of all- 
out war, showing up everywhere—in 


private industry as well as in public 
administration. 
Exempli Gratia: Farmers lack ma- 


chinery that manufacturers want to make. 
The steel is going into ship plates. 
3akers want shortening, to turn the big 
wheat surpluses into much-wanted bread. 
3ut edible fats are turned into glycerine 
to make explosives. Sawmills lack logs, 
and government is desperate for lumber. 
But loggers are in shipyards and the in- 
fantry. Retailers lack lumber inventories. 
But stock for milk houses and hog sheds 
goes into boxing and crating of goods 
for foreign fighters. Government knows 
agricultural yards are swept almost clean 
of inch stock; none the less is said to be 
writing freeze order to divert much new 
board production into boxing. Has to 
have it. Overlapping, all along the line. 
It’s the war. 

Old industry policy, to meet high de- 
mand in times of scarcity, was to bid 
up wages, prices of raw materials, and to 
pass increased cost along to customers 
who could pay it. Not so good now. 
Would mean not only “inflation”—adding 
to the public debt and putting low-income 
groups in serious plight—but would 
divert labor and goods to purposes that 
did not fully serve the national purposes. 
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That spells need for control; is old stuff, 
of course, but it still explains what is 
happening. 

Ever hear analysts talk of such busi- 
ness factors in earlier years’ Not very 
much; not even if you can remember the 
other war. You're hearing about them 
now. Your business future turns upon 
the skill with which these and a hun- 
dred other factors are managed. 


Poor Because We're Rich 

Jesse Jones, Secretary of Commerce, 
told the House Appropriations Commit- 
tee something that would have startled 
Grandpa; said in effect that, because 
customers have too much money in their 
pockets, small businesses are in danger of 
drying up. Grandpa, guiding his small 
lumber yard, would have known what to 
do about affluent customers; which points 
the difference between his day and ours. 

3ro. Jones didn’t say customers with- 
out money make good trade; didn’t 
actually line up surplus cash and small 
business failures in terms of cause and 
effect; did mention them together and 
added a couple of clues. He was talking 
about inflation. 

Secretary Jones estimates a surplus of 
43 billions in national income this year, 
over and above goods and services for 
sales. This is the “inflationary margin”, 
threatening us with everything from 
black markets to burglarious lobbies. 

This surplus threatens us in devious 
ways. Example: It swells the numer- 
ous cost elements in the small-business 
picture; can jack them up until they 
overtake retail price ceilings. So watch 
those controls mentioned above; control 
of foods, wages, prices, manpower. 
They haven’t been working too well 
these past months; did reduce the tidal 
wave of increased costs to a “creeping 
inflation”. That creeping pace was gath- 
ering speed. If any one of the controls 
were to slip in a big way, it would be 
time to take to the boats. All this lies 
back of the recent orders of the Admin- 
istration. 


Inflation Stuff 


The rising tide of costs was dramatized 
in several ways. Example: One wing 
of the farm lobby, represented by Edw. 
O’Neal, was supposed to be determined 
on the policy of raising the farm parity 
level. Everybody knew that some farm 
prices were too low; ought to be ad- 


justed. One wing of the labor lobby, 
represented by John L. Lewis, was sup- 
posed to be determined to raise wages. 
Again everybody knew that some wages 
were below living costs. But a general 
increase would still leave these inequali- 
ties. However, these two lobbies seemed 
to be set to mount on each other’s de- 
mands; like the fighting cats in the fable, 
which climbed up each other until both 
disappeared into the empyrean. 

Common story around Washington is 
that the higher-parity farm group engi- 
neered the recent shake-up in the Food 
Administration; demanded for Adminis- 
trator Davis the right to control food 
prices. Davis wanted and needed au- 
thority in this field; shocked the higher- 
parity boys at the White House and in 
press conferences by saying flatly that 
farm prices in general should not rise 
and that he would do all within his power 
to prevent any general increases. 

About the same time a powerful group 
of labor leaders, both CIO and AF of L, 
asked for a roll-back of food prices to 
the Sept. 15 level; declared they wanted 
living costs pegged at a reasonable level 
rather than to have industrial wages 
pursue food costs up the Jacob’s ladder. 

At about this point the administration 
issued the new order, strengthening Mr. 
Byrnes. Objective is to prevent wage 
increases beyond the limits of the Little 
Steel formula and, to bolster this formula 
and to make its effect rational, to prevent 
the general increase of food prices. Effect 
is to underwrite limits on food price 
increases by setting organized labor to 
watch them; to underwrite limits on wage 
increases by setting organized agriculture 
to watch those factors. 


Adjustments 


Sub-standard wages can still be in- 
creased under the Little Steel formula. 
Sub-standard farm prices probably will 
be adjusted by subsidies. Farmers have 
objected to subsidies; thinking that gov- 
ernment “gifts” carry oppressive condi- 
tions. Report is that the subsidy method 
will follow English lines; that of buying 
farm production at a determined price 
that will yield the producer a fair enough 
profit, large enough to inspire full pro- 
duction, then of re-selling to civilian dis- 
tributors the part of this supply needed 
by civilians; selling it below actual cost 
and charging the difference to the treas- 
ury. Each distributing firm would be sold 
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Your Customers Know 
the Railroads 
Are Careful Buyers 


Show your customers evidence that the rail- 
roads are big users of Wolmanized Lumber* for 
vital work, and you've gone a long way toward 
making them regular buyers of this treated 
wood. That’s what we're doing in advertise- 
ments like this one. 

The advantages of building with wood— 
wood that’s had an “‘alloying”’ ingredient added 
his to give it long life—are being told to business- 

ke I 


men, Government and industrial executives, 
architects and engineers. You will profit by this 
larger market being built up. American Lumber 
+ consistent & Treating Company, 1646 McCormick Build- 
«, stringers and ing, Chicago, Illinois. 
h on jobs — *Registered trade mark 
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Orders 
for K. D. FRAMES and TRIM 


for War Construction Jobs 


Stock or special. Submit your details, specifications. 
Our products deliver satisfaction. 


SPOKANE PINE PRODUCTS COM 
LONG LAKE LUMBER COMPA 


Spokane, Washington 
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its percentage of the available supply, 
figured on its pre-war volume of business. 
Thus if the available supply were 80 per- 
cent of the pre-war amount, then tor 
every 1,000 pounds sold by the company 
before the war it would be allowed 800 
pounds. The government could insist 
that the company re-sell its goods at the 
fixed prices. If the company broke over 
these prices, then instead of being sent 
to jail it would be refused further sup- 
plies. 

This new order doesn’t automatically 
solve all problems. For example, many 
industries are losing workers because 
wages are more attractive elsewhere. So 
adjusting wages under the Little Steel 
formula will still be a headache. So also 
will be the adjustment of farm prices, 
or whatever method of grants or sub- 
sidies may be adopted. But for the 
moment the rising tide of inflation seems 
by way of being checked. Signs of the 
change: Congress has deterred the action, 
considered a short time ago to be cer- 
tain, of passing the Bankhead Bill over 
the Presidential veto: has apparently 
shelved the Pace Bill. 


Taxation 


Sovereign remedy for the inflationary 
surplus is supposed to be taxation. This 
page reports with regret that pending 
taxation measures in Congress are not 
making much speed. You doubtless have 
a favorite tax plan, as you should have; 
but watch out for that fever infection 
that has overtaken the parturient legisla- 
tors. Congress came unstuck in a welter 
of words that soon dropped all known 
meanings; began building a Tower of 
Babel consisting of about everything 
except taxation. Extenuating circum- 
stances: Congress was as badly addled, 
and stymied, by the uncontrolled sweep 
of inflation signs as you and we were. 
Expect speedier action, now that the ad- 
ministration has made its move toward 
inflation control. Congress doesn’t take 
with too much simple faith the belief 
that inflation has been licked; and on that 
point you and this page agrees with 
Congress. We'll all wait and see. But 
Congress has been encouraged by these 
movements to go on and do its stuff. 

Keep in mind that there are two spe- 
cial points in pending legislation about 
taxes. First, finding a method of putting 
payments on a current-earning basis, to 
avoid the dreaded swarm of defaults. 
Second, drawing off much, all if possible, 
of the inflationary surplus. Both lie in 
the future; and up to the present time 
Congress, like Murphy’s horse, has been 
trotting all day under the shade of one 
tree. 

This page heard Walter F. George, 
chairman of the Senate committee, say 
at a business luncheon that taxation 
legislation was sadly overdue; should 
have been passed last January. He added 
that corporation taxes could be increased 
but little if at all; said that taxes would 
have to be lowered as soon as peace 
returns; favored a form of current taxa- 
tion that would set up credits in the 
treasury, to be returned to the tax payer 
after the war. This last measure is an 
effort to take surplus funds out of the 
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market now; something the Senator 
considers of more importance than actual 
payment of current war costs. He’s will- 
ing to spread war costs over many years; 
thinks that taking the inflationary surplus 
out of the market now, to hold down 
costs and to equalize sacrifices, will 
strengthen the public and reduce the 
dollar cost of the war; is willing to 
return these extra payments to citizens 
when the emergency is over. 


Washington Personalities 


Byrnes has been much strengthened in 
his ofhce by the Administrative order ; 
is respected by Congress. Not all lumber- 
men like him; suspect him of having 
by-passed the OPA and to have issued 
the log-ceiling price order on his own au- 
thority. This seems not to have been the 
Known that the log-ceiling order 
was written in OPA and is being sup- 
ported by that agency; apparently is not 
going to be rescinded. 

McNutt, of WMC, long in a precarious 
situation, has convinced Congress and 
Presidential advisers that he’s done as 
good a job as was possible, under the 
circumstances. Guess is that he'll be 
given some additional time to show his 
stuff. He has in the main shied away 
from preemptory orders, has relied upon 
manipulation and persuasion. One result 
that is giving him trouble is steady drift 
of labor from industry to agriculture. 
Incidentally the April draft quota is 
down by about 50,000. That's the number 
usually inducted into the Armed Forces 
each four or five days. May mean 
something about future size of the Army ; 
probably doesn't. 

Milo Perkins, of BEW, is talked of 
for Secretary of Agriculture, if Wickard 
gets foreign assignment; but several can- 
didates are being groomed for this office, 
which is not yet vacant and may well not 
become vacant in visible future. 

Nelson, of WPB, probably will keep 
his office; has lost much power and au- 
thority with the rise of Wilson. Not a 
figurehead by a long shot but by no means 
a czar. Elmer Davis, of OWI, is due 
for some rough experiences at hands of 
Congress; is a strong and shrewd man, 
has adjusted the OWI to a more prac- 
tical basis, is said to be fixed with factual 
evidence for defending his office and 
administrative work. 


case. 


Agricultural Lumber 


Publication date falls just too soon to 
allow definite announcement about re- 
sults of the midwestern committee efforts 
to get added allocation of lumber to aid 
the food production program. Committee 
has done an excellent job; seems to have 
convinced WPB of the critical need; was 
careful in its requests. At the moment 
the WPB is waiting for definite state- 
ments from the Department of Agricul- 
ture. Shortage of boards is most serious 
part of the farm lumber picture; a short- 
age reflected in the proposed order to 
freeze inch stuff for use of Armed 
Forces. Basically, the problem goes 
straight back to lumber production and 
shortage of loggers; already mentioned. 

Better to make no guesses. Can be 
known that the lumbermen on the com- 


mittee asked for additional allocations 
of lumber for agricultural purposes ; 
suggested that allocation be made accord- 
ing to farm needs as revealed by statis- 
tics. This would involve both additional 
farm production asked for by the Depart- 
ment of Agriculture and the condition 
of farm buildings in the various areas. 
The committee has suggested rather 
exact machinery and formulas for dis- 
tributing the extra allotments. 


Log-Price Ceilings 

Producers are disturbed by the order 
setting log prices at the average of Sep- 
tember-October levels. Admit that log 
prices were advancing; don’t admit that 
an abrupt roll-back will correct any- 
thing; say the one result will be a heavy 
decline in log production. 

Government men took the position that 
advance in log prices was pure profiteer- 
ing; declared they could not hold lumber 
ceilings unless prices of constituent raw 
materials were controlled; held that, once 
log prices were set, quantities coming in 
would remain normal. Loggers, on the 
other hand, insist that higher log prices 
reflected higher wages, increased cost of 
larger production, difficulty of getting 
trucks and other necessary equipment. 
Opinion among Washington lumber offi- 
cials is that volume of logging will drop 
seriously. Seems to be a case of the 
irresistible force and the immovable 
object; about to result in by-products of 
no good to the war effort. 


Home Alterations 

Changes in the National Housing Act 
make it possible for the program, to 
convert dwellings into additional living 
quarters for war workers, to continue. 
Under Title I, extended to July 1, ‘44, 
loans by private lending institutions, to 
provide additional quarters for war 
workers, can be insured; may be for 
amounts up to $5,000, to be repaid 
monthly over periods up to seven years. 
Title I loans are available for financing 
needed repairs and maintenance of exist 
ing structures; for this purpose may not 
exceed $2,500 and must be repaid within 
three years. 

FHA reports that its gross income, 
since its creation in "34, has been sub- 
stantially above its operating expenses. 
Its excess income over expenses for the 
year ending June 30, °42, amounted to 
nearly 12 million dollars; and, judged by 
figures to date, excess income for the 
year ending next June 30 will be sub 
stantially larger. 


Uniform Freight Rates 


Board of investigation, set up by the 
1940 Transportation Act, has recom- 
mended abolition of regional differentials 
in freight rates; “to provide equal op 
portunity for the economic development 
of all parts of the country without 
artificial rate handicaps or preferences.” 
Chairman of the board refused to sign 
report; saying that while he agreed with 
general conclusions, he did not believe 
the board should recommend legislative 
action. Lumbermen in the South have 
long protested freight differentials. 
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“Tactics” for Fightin’ Dealers 


50 Avenues to Wartime Business 


1. Retail Service to Wholesale Buyers. 
“They buy direct” is now an excuse to 
call on a customer instead of leaving 
him alone. Direct buyers are having in- 
creasingly serious difficulty getting both 
large and small quantities of building 
materials. They need you, the “extras” 
you can supply—and they'll remember 
your service in the future. 

2. Crates, Boxes and Specially-Cut 
Materials for War Industries. With 7 
billions of feet of lumber going into this 
type of consumption this year, there is 
sure to be profitable business here for 
every dealer having woodworking tools 
who will look for it. 

3. Demountable Houses and Barracks. 
These temporary buildings are a simple 
way for a dealer who has never tried 
yard fabrication to get into the business. 
They are usually needed in a hurry and 
quick service will carry contract pre- 
miums. 

4. Cafe Furniture and Booths. With 
the shifting population, the expanding 
feeding problem presents a service oppor- 
tunity to dealers. This kind of a yard 
specialty can be delivered long distances 
at a profit. 

5. Remodeling Large Old Homes for 
Multiplied Housing. Three or four jobs 
of this type in a single year will make 
a big dent in your overhead. F. H. A. is 
eager to help on these. 

6. Title Six Houses. Several dealers 
have taken contracts for groups of these 
houses as far as two or three hundred 
miles from their yards in instances where 
the need could not be supplied locally. 

7. Sell a “House-Doctor” Service. 
Property owners everywhere are finding 
it difficult to locate building industry 
mechanics. In providing these services 
you are doing what automobile, tire and 
other dealers are doing so successfully 
to survive war handicaps to retailing. 
This service must be advertised. 

8. Buy Distressed Stocks of Merchan- 
dise You Can Sell. The department of 
commerce reports that more than three 
hundred thousand retailers in all lines 
will probably go out of business in 1043 
and 1944. You can liquidate such in- 
ventories at a profit. 

9. Salvage Lumber and Other Mate- 
rials from Wrecked Structures of All 
Kinds. Demolition contracts will provide 
you with secondhand materials both for 
resale and yard fabrication. 

10. Swap and Pool Inventories with 
Other Nearby Dealers. In union there 
is strength and a mutual arrangement 
along this line will mean better service 
and more profits for all. 

11. Become the Poultry Housing Spe- 
cialist in Your Area. Brooder and laying 
houses are needed by the score in every 
farming area. These should be yard 
fabricated for best service to the farmer 
and best profits to yourself. 

12. Sell Grain Storage Buildings. As 
long as the shipping shortage exists there 
will be a bull market for these. You 
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A report compiled for the 
Building Material Exhibitors As- 
sociation by Arthur A. Hood, 
President of the association, and 
Director of Dealer Relations, 
Johns-Manville Corp., includes a 
list of fifty promotional and sales 
activities which a nation-wide sur- 
vey found lumber and building 
material dealers engaged in. The 
list contains the out-of-the-ordi- 
nary things dealers were found to 
be doing in maintaining top effi- 
ciency. 

“Adoption of these tactics,” 
said Mr. Hood, “will safeguard 
business for the war period, and 
lay the foundations for expanded 
and broader operations in the 
post-war period. Maintenance of 
the structural efficiency of build- 
ings is the dealer’s war responsi- 
bility. The building mdustry re- 
tailer who renders an adequate 
service makes his business an 
essential industry. Those who 
fail to do so are unessential. 

“The government is too busy 
to care whether any individual 
civilian business survives or not, 
but it expects every American to 
do his full duty on the home front 
as well as on the war front. The 
building industry is going to be 
the most favored industry in the 
post-war era, and the dealer who 
survives will be exceptionally for- 
tunate in a fortunate industry.” 

Herewith are the fifty tactics: 


will find these your easiest sales. 

13. Become a Hog House Expert. 
These badly needed buildings may be yard 
fabricated or built to order on the farm. 

14. Merchandise a Complete Dairy 
Line. From the daily barn itself to all 
the needed accessories. Become the dairy 
farm headquarters. 

15. Sell Cement and Concrete Spe- 
cialties for the Farm. There are dozens 
of items which can be built from cement 
and there is lots of cement available. 
Some dealers are making excellent profits 
in ready-mixed concrete. 

16. Canvass Farms for Farm Home 
Repairs. Probably never again will it 
be so easy for the farmer to pay for and 
you to sell structural improvements on 
the farm. 

17. Become the Chick Sale Specialist 
in Your Area. Why not? An important 
service to the health of your country. 
One dealer averages 100 of these per 
year. He trade-marks his “Honest John.” 


18. Sell Insulation on the Farm. 
Farmers will listen—and buy—when you 
tell them what insulation will mean in 
increased production. 

19. Merge with a Farm Equipment 
Dealer. Your businesses have much in 
common. The lines sell well together— 
you can work together to better mutual 
profits and service. 

20. Sell Asbestos Shingles for Roofs 
and Sidewalls of Farm Buildings. Both 
the “fire protection” and “roof for the 
last time” appeals are especially effective 
at this time. 

21. Become Farm Contracting Head- 
quarters. It looks like the farmer is gen- 
erally through as his own construction 
mechanic. He has found he can make 
more money for himself doing the things 
he knows how to do best. Farm labor 
shortage is your opportunity to both pre- 
fabrication and contracting. 

22. Merchandise Paint and Asbestos 
Siding Together for Outside Walls. This 
makes nearly every wall a prospect and 
you can fit the material to the need. 

23. Sell Interior Paint Jobs Applica. 
It is simple to learn the cost of paint ap- 
plication—and it’s the easiest and most 
profitable way to sell paint. 

24. Install and Merchandise a Com- 
plete Line of Structural Clay Products. 
The government is educating people on 
the wider use of these to save lumber. 
This spells opportunity for you. 

25. Become the Best Roofing Applica- 
tor in Your Area. There is room for 
quality competition in this field—and 
there has never been a time when there 
has been so little resistance to your entry 
into this field. 

26. Become the Clearing House for 
Every Type of Building Labor. With the 
increasing manpower shortage all types 
of building labor are scarce—from archi- 
tects and engineers to common labor. If 
you can locate the labor for some needed 
job you can usually make a material sale 
with it. 

27. Expand Into the Plumbing and 
Heating Business. Either through ab- 
sorption or merger of selling efforts get 
into this business in the (enforced) simple 
way it can be done now. You will be 
building profits for the future as well as 
today. 

28. Absorb an Electrical Merchant's 
Line. Sooner or later you will be sup- 
plying and servicing everything that goes 
into home construction. 

29. Expand Your Hardware and Sheet 
Metal Line. Certain tire stores and 
garages are selling as many as 600 items 
they never thought of before the war 
emergency. 20% of these items belong 
in a building materials inventory. Are 
you missing this bet? 

30. Merchandise a Complete Comfort 
Line including insulation, stokers, incin- 
erators, air conditioning, fans, heaters, 
storm sash, caulking and weatherstrip- 
ping. 

31. Add a Complete Fuel Department. 
The public is more fuel conscious than 
ever before. A diversified line of wood, 
coal, coke, oil, etc., coupled with improved 
service will attract a satisfactory bulk 
of this trade. 


32. Maintain an April-to-September 
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Cut from large Klamath Basin Ponderosa timber, Kester- 
son stock is of finest quality and texture. The Kesterson 
plant is the newest and most modern in the Klamath 
Falls area. Milling facilities are unexcelled. Annual 
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Insulation Sales Drive. In the winter 
time insulation will almost sell itself now. 
Don’t permit a slump in your sales in the 
spring and summer. Use the scarcity and 
winter shortage motives in selling. 

33. Enter the Seed, Feed and Fer- 
tilizer Business. Temporarily, perhaps, 
but you may find it permanently profit- 
able. 

34. Sell a Complete Line of Housing 
and Foods for Domestic Pets. This is a 
growing business with great peace time 
potentialities. 

35. Merchandise a Line of Lawns, 
Seeds, Fence, Gates and Furniture—mow- 
ers and ladders, too! Include outdoor 
games, tools and equipment. 

36. Install a Line of Unpainted Furni- 
ture—and sell the paint that goes with it! 

37. Merchandise Cabinets of All Kinds. 
These may be bought knocked down, 
ready to use or you can custom-build 
them. 

38. Glass Specialties Are Growing i 
Demand. Here is an exceptional oppor- 
tunity for the lumber dealer—not only 
glass blocks, plate glass and more familiar 
items, but mirrors, shelves, partitions, 
table tops, etc. 

39. Install a Complete Flower and 
legetable Garden Line. See any mail 
order catalogue for details—a fine con- 
sumer traffic builder and a profitable de- 
partment in itself. 

40. Hire Cracker-Jack Post-Middle- 
Aged Ex-Automobile Salesmen to creat- 
ively sell the products of these new and 
old departments to the consumer. 

41. Sell Wallpaper, Linoleum and 
Decorative Specialties. Several dealers 
report this an extremely profitable de- 
partment. 

$2. Sell Floor Renovating. New floors 
and old floor recovering and improvement 
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are a natural department for a lumber 
dealer. Make your service complete and 
creatively sell prefinished hardwood and 
composition floors. 

43. Sub-Contract War Items Made of 
IVood, Cement and/or Clay Products. 
Several dealers are topping all previous 
profit records with these items. 

44. Go Into the Trucking, Hauling 
and Moving Business. Especially the lat- 
ter. It will put you in touch with im- 
portant building customers at just the 
right time. 

45. Put ina Line of Building Patterns. 
Think what patterns did with the dress 
goods business. These little sales mul- 
tiply and mount up. 

46. Become an Agency for Termite 
Controls. Here is an item that will 
assist you in getting into residential and 
other properties for a complete survey. 

47. Sell Hardwoods Where You Cav't 
Get Soft Woods. You may thus “back” 
into a department that has proved ex- 
tremely profitable in many operations. 

48. Increase Your Advertising Ap- 
propriation to 1¥%2% to 2% of Sales. This 
is the most uniform unusual practice of 
all these exceptional dealers surveyed. 

49. Survey Your Farms for Needed 
Buildings. The farmers know building 
materials are scarce and will answer 
written questionnaire. One dealer wrote 
300 farmers, got 61 replies and uncov- 
ered the following expressed require- 
ments: 26 chicken houses, 6 brooder 
houses, 20 hog houses, 12 dairy barns, 24 
implement sheds, 9 grain storage build- 
ings, 4 corn cribs, 27 new roofs and 14 
miscellaneous farm buildings. 

50. Let Your Public Know—Daily— 
What You Have to Sell Both in Labor 
and Materials. This is the most im- 
portant step of the fifty. 
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Peas from Our Posthox 


Where the Reader is the Writer 








An Authority Speaks 
Dear Sirs: 

I am tremendously interested in your 
approach to the farm structures prob- 
lem. The introduction and the articles 
so far promise a series which is precisely 
what open-country lumber dealers need. 
And it can be well adapted by those 
dealers in larger centers who have the 
means to contact the surrounding coun- 
tryside. You are to be congratulated 
on your presentation. 

HucuH Curtis. 
Successful Farming (Magazine) 
Des Moines, Iowa. 


Inquiry from Advertisement 

The following letter was received by a 
retail lumber dealer in response to a 
newspaper advertisement. He is. still 
trying to decide whether he has a bona 
fide inquiry, a comic valentine or a crank 
letter. 
Gentlemen: 

I’ve noticed several of your advertise- 


ments of prefabricated chicken houses, but 
not having been able to obtain all desired 
information from your advertisements am 
writing you for additional information. 

In what sizes are your chicken houses 
made? 

Is the interior properly furnished for 
the complete comfort of the occupants, or 
are your chicken houses sold unfurnished ? 

Are you chicken houses of modern de- 
sign with a horizontally hinged door at 
the rear to permit removal of the “carpet” 
with a hoe or other similar instrument, 
permitting the operator to perform this 
function without actually entering the 
edifice, and consequently breathing a lot 
of horse feathers? 

If not could this modern convenience 
be added at very slight or no additional 
cost? 

Please quote prices and specifications, 
also your terms, for a modernized version 
of a chicken house delivered in this local- 
ity. 

No salesmen, please. 
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Mills at 
Pilot Rock, Ore. 


Sales Office 
203 Radio Central Bldg. 


® Our equipment is of the latest design and has 
been in use only a short time. It is capable of turn- 
ing out a high quality lumber from our fine Pon- 
derosa Pine logs. We specialize in Selects and 


Soft-Textured Ponderosa Pine From the John Day District of Eastern Oregon 


Spokane, Wash. 











No. 2 Common. 






















Strength 


Beauty 


Endurance 





Push 
HOLT 
Maple 
Flooring 


NOW 














Service 





HOLT Maple Flooring 


Our Baltimore 
Wholesale Distributors 


JAMES LUMBER CO. 
and F. BOWIE SMITH 


Carry a Complete Line of 


HOLT FLOORING 
Address Communications to 
JAMES LUMBER CO. 
or F. BOWIE SMITH 


Foot of Wills Street 
BALTIMORE, MARYLAND 





Go after repair business NOW. 
Mr. Lumber Dealer. You can make 
many a sale of Holt Maple Floor- 
ing. This is the flooring that wears 
like stone—the flooring of beauty, 
with the dense, even grain—pre- 
ferred for fine homes, public build- 
ings and factories. 


We also manufacture floorings of 
Oak, Beech and Birch. Full line 
of heavy-duty flooring. 


Member Maple Flooring Mfrs. Assn. 


Holt Hardwood Co. 


Oconto, Wis. 


METAL TRIMS 
TRADEMARKED 


CHROMEDGE 














BILES-COLEMAN LU 


OMAK- 


Window, Door 


and Cellar Representatives 
FRAMES | Mr. R. F. Taylor | 
| No. 24 Welwyn Road | 
Great Nee : E, 
Trim, Mouldings, Casing, Mr. H. M. Tripp 
| 


Base, Finish Lumber, Furni- 


ture Specialties, Etc. 


Member Western Pine Assn. 


KWALITY 


District Sales 








| 
| P. O.,Box No. 85 
| Crystal Lake, Ill. 
Mr. Arthur M. Johnson 
| 1448 West 73rd St. 
| Kansas City, Mo. 
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TRENDS and INFLUENCES 





Home Building Up 

America built more new houses in its 
first year of wartime restrictions on the 
size and place of new building than it 
did in either 1933, ’34 or 735. This 
was pointed out by the Home Building 
and Home Owning Committee of the 
United States Savings and Loan League 
yesterday (April 9) on the anniversary 
of the WPB Order L-41, restricting all 
new building to war-congested areas and 
to units costing no more than $6,000. 

The Committee estimates that 145,000 
new units have been built since April 9 
last by private builders, using local and 
private capital. By contrast, it was in- 
dicated, only 74,000 new units were built 
in all of 1932, only 54,000 in 1933 and 
55,000 in 1934. The comparison provides 
a salutary lesson in when there is a real 
housing shortage and when there isn’t 
one, the committee indicates. 

The house building program has been 
properly geared to the war economy, the 
Committee feels, but it would like to see 
more encouragement of home ownership 
and home purchase as part of the WPB 
war housing policy, whereas the prefer- 
ence seems to have been to have. war 
workers rent houses. 

John F. Scott, St. Paul, Minnesota, 
chairman of the League’s committee, said 
that the savings, building and loan asso- 
ciations and cooperative banks loaned 
the money for approximately 47,000 of 
the new units built in the past year of 
concentration on war housing, consider- 
ably more than they financed in any one 
of the three depression years when home 
building was at a low ebb. Since these 
institutions characteristically make the 
bulk of their loans on lower-priced 
homes, they did not find the ceiling on 
cost of new homes much of a hurdle in 
the war-housing program, he indicated. 

He predicted that approximately the 
same, if not more, new units would be 
provided by private builders in the second 
year of wartime restrictions if they were 
permitted their share in the solution of 
the war housing problem. Under terms 
of the Lanham Act, which provide for 
public building of the type of war hous- 
ing in which private capital should not be 
risked, all housing for which there is a 
permanent need is supposed to be turned 
over to the local builders and financiers, 
Mr. Scott recalled. 


Private War Housing Ratings 


Procedures for the assignment of pref- 
erence ratings and the allotment of mate- 
rials for privately-financed war housing 
construction under the Controlled Mate- 
rials Plan have been established by WPB 
and NHA. 

Under CMP, authorization to obtain 
controlled materials will be handled by 
the various claimant agencies to whose 
jurisdiction the projects have been as- 
signed. Under this plan, therefore, 
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NHA, as claimant for the war housing 
program, will assign preference ratings 
and allot controlled materials in connec- 
tion with the processing of applications 
for privately-financed housing construc- 
tion. 

Paving the way for establishment of 
these procedures is a new order, P-55-b. 
This order is similar to Preference Rat- 
ing Order P-55 as amended, the prefer- 
ence rating order issued for residential 
construction, except that certain changes 
have been made in order to adapt the 
administration of the war housing pro- 
gram to the Controlled Materials Plan. 

Under procedures which have been 
established by WPB and NHA, consum- 
ers of materials must file a PD-105 form, 
the application form used for residential 
construction, and a PD-105A form, which 
contains a materials list. Consumers are 
then granted a P-55-b order, which au- 
thorizes the beginning of construction 
provided that only those materials are 
used which have been approved on the 
materials list (PD-105A). To obtain 
materials, consumers must submit to 
NHA Form CMP-H-1 requesting allot- 
ments and preference ratings. 


For privately-financed housing projects, 
the CMP-H-1 form is filed with the same 
field office of the Federal Housing Ad- 
ministration with which the original 
application (PD-105) was filed. 

The CMP-H-1 form is a request to 
the National Housing Agency for an 
allotment of controlled materials in ac- 
cordance with the approved quantities as 
shown in the summary of the materials 
list (PD-105A). The form is also used 
for allotments, and, on the basis of the 
consumer’s request, NHA may allot ma- 
terials and assign preference ratings 
under a program determination by WPB 


which involves the assignment of AA-3 
ratings. 

One significant specification in the pro- 
cedure is that which limits the period of 
time during which the P-55-b is opera- 
tive. This authority to begin construction 
is operative only for a specified time, 
and, if no request for allotment of con- 
trolled materials or assignment of prefer- 
ence ratings is made on CMP-H-1 within 
this period, the authorization is with- 
drawn. The specified period of time 
varies according to the type of construc- 
tion being undertaken. 


Use New PD-1A Forms Only 

Business firms and individuals who nor- 
mally apply for priority assistance on 
Form PD-1A are warned by WPB of- 
ficials that, beginning April 15, only ap- 
plications made on the revised version of 
that form issued January 16, 1943, are 
considered. 

The new form is printed in two colors, 
yellow to be used in applying for prefer- 
ence ratings for items to be exported 
without further processing in the United 
States, and white for all others. Ample 
supplies of each are now available in 
WPB field offices. 

PD-1A applications must be filed with 
the field office nearest the person seeking 
priority assistance. To send them directly 
to Washington entails delay in final ac- 
tion. 


Dogwood Sales Limited 

Because of the scarcity of dogwood 
and the small amount produced, the WPB 
has issued limitation order L-285 which 
restricts the use of this material to the 
manufacture of shuttles and other textile 
machinery parts and excludes other end 
uses where substitute species of wood 
would produce equally good results. 

The only exemptions from the order 
apply to waste resulting from the manu- 
facture of the textile devices; orders for 
less than ten cubic feet; dogwood actu- 
ally in transit on April 13, 1943; sales 
under Priorities Regulation 13, and sales 
specifically authorized by WPB on Form 
PD-423. The order went into effect 
April 13. 



































Standard Lumber Yards, Inc., Green Bay, Wis., which recently converted their kiln to Moore 
automatically controlled "Cross-Circulation"” system, are now working on large quantities 
of fir oars under Prime Contracts from the Navy Department. 
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MEDFORD CORPORATION 
MEDFORD, OREGON 


Manufacturers of Kiln Dried 


Members Western Pine Assn., West Coast Lumbermen’s Assn. and West Coast Bureau of Lumber Grades and Inspection. 
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Just Brush It 


d = | L 0 ai p d p; DRYE is the thrifty compound in powder form that 
3 ~~ JOnn ay onderosa ine makes waterproofing simple. Anyone can _ use 
h we remee DRYE—just brush it on, inside or outside, to stop 
e Ye PONDEROSA PINE since 1889 SY ~: leaks in basements, cisterns, reservoirs, etc. Seals 


le 
d 
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cracks, makes quick durable repairs in masonry, 
cement and iron. Protects walls, plaster and equip- 
ment from seepage and moisture. Its 
many uses in home and industry make 
DRYE an assured repeat item. IM- 
MEDIATE DELIVERIES. Write 
today for literature. 





















We are furnishing 


PINE and FIR 


for the Army, Navy and other Government 
uses—and giving best possible service to regu- 
m lar customers on orders carrying ratings un- 
ct der M-208 and L-218. Sales of our famous 
‘John Day” Pine are handled at our Baker, 
Ore., office. Our “Mount Hood” Douglas Fir 
is sold through our Dee, Ore., office. We have 
been satisfying customers for 54 years. 





WEATHER SEAL COMPANY 
Dept A 3 E. Pearl St. 


CINCINNATI, O. 














SS —_ 

LiquiD 

iquiDR YE 
Sempecion product to 
DRYE, for colorless water- 
pare. Seals pores against 
eaks in brick, stone and 
stucco. Does not mar ap- 
pearance of building. 





BUY FROM YOUR JOBBER 


Member Ponderosa Member Western OR WRITE US DIRECT. 


Pine Woodwork Pine Assn. 








AND SOUTHERN 


0 
(FAW 100C HARDWOOD 
Soa se 
: Remember this name when you're needing Pine and Hardwoods. Our —S 


modern mills have up-to-date machines—every facility for quality produc- = 


tion. Order from the firms here listed. Straight and Mixed Cars. 
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PINE and FIR 


FROM THE TOP 
OF THE WORLD 


This is the lumber from Alamo- 
gordo. It’s cut from timber that 
grows at an altitude of 10,000 feet. 
Victory lumber, helping to supply 


the wartime needs of America. The 
modern mills of Southwest Lumber 
Company produce choice quality 
products in Douglas Fir, White Fir 
and Ponderosa Pine. 


LUMBE? 


‘i Ty HOCORDO. si mexic0 








THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 

















CARR 


Lumber Company, 
Manufacturers of 


“BILTMORE” 
FLOORING 


“BILTMORE” 
HARDWOODS 
Plain and Quar- 
tered Oak — Soft 
Yellow Poplar— 
Basswood, Chest- 

nut, etc. 


Pisgah Forest, N.C. 





Florida Victory Conference 


National and State leaders of the lum- 
ber industry, and several Federal officials, 
in Jacksonville, Fla. April 8 lent an 
unusual tone of authority to the program 
of the Florida Lumber & Millwork 
Association. The Victory Conference, 
held in lieu of the twenty-third annual 
meeting of the association, met in the 
auditorium of Hotel George Washing- 
ton. Members were present from all 
parts of Florida, and the dealers elected 
Lucien L. Renuart of Miami as president, 
succeeding A. L. Combs, Gainesville. 
J. A. Pittman, Orlando, was chosen as 
vice-president, and Marie M. Bennett, 
Orlando, was re-elected secretary-treas- 
urer. 

James F. Mack, immediate past presi- 
dent, responded to the address of welcome 
by Frank Winchell, manager of Florida 
Tourist Bureau. 

During his official message to the con- 
ference, A. L. Combs, Gainesville, presi- 
dent of the association, reminded dele- 
gates that “things worth while don’t just 
happen. Somebody has to get behind and 
push.” 

Reports and appointment of committees 
followed. 

M. L. Fleishel of Jacksonville, presi- 
dent of the National Lumber Manufac- 
turers’ Association, was a convention 
guest, and in response to an invitation 
from President Combs, spoke briefly. Mr. 
Fleishel’s extemporaneous remarks dealt 
principally with recent developments in 
Washington, with regard to matters of 
vital interest to the industry. 

Robert K. Miller, supervising inspec- 
tor for the Wage and Hour Division, 
United States Department of Labor, 
Jacksonville, was a featured speaker on 
the morning program. Mr. Miller dis- 
cussed the work of his office. His ad- 
dress was designed to give the dealers 
specific information relative to procedures 
to be followed in securing adjustments, 
and at the same emphasized the impor- 
tance of exerting every reasonable effort 
to oppose inflationary trends. 

During the afternoon Bill Power, 
personal representative of W. E. Holler, 
general sales manager of the Chevrolet 
Motor Division, spoke on the general 
subject, “Step Out and Sell.” Mr. Power 
stressed the vital importance of Ameri- 
cans making every possible effort to 
support the nation’s war program. He 
also emphasized most definitely, the wis- 
dom of a continued effort by businessmen 
and business concerns, to build good will 
for the future, by giving the best service 
which can possibly be given under exist- 
ing conditions. 

An outstanding feature of the conven- 
tion program was the “Information, 
Please” forum conducted during the 
afternoon by James F. Mack, Hollywood. 
Questions submitted by association mem- 
bers preceding the convention were 
assigned by Mr. Mack to a trio of hon- 
ored guests of the convention, who gave 
authoritative answers. Other questions 
were also propounded by lumbermen in 
attendance. With Mr. Mack on this 
forum program were J. D. McCarthy, 


secretary of the Illinois Lumber & Ma- 
terial Dealers Association, Springfield; 
W. E. Wilcox, priorities manager, Jack- 
sonville district, War Production Board, 
and John F. Selle, State price director, 
Office of Price Administration, Jackson- 
ville. Later in the afternoon, the three 
guests met informally with the dealers, 
answering individual questions and dis- 
tributing bulletins and other material. 

Preceding the election of officers, late 
in the day, the association adopted sev- 
eral resolutions. One of these was an 
expression of sympathy to J. Ben Wand, 
Jacksonville, publisher of Southern Lum- 
ber Journal, who has been seriously 
ill for some time. Another expressed 
appreciation of the work of the National 
Retail Lumber Dealers Association and 
regret that H. R. Northup, secretary- 
manager of the National “could not 
bring one of his timely messages to us 
at this time.” 

The association adopted one resolution 
of major importance to the trade, which 
requested the War Production Board to 
release for sale the frozen stocks of 
bronze and copper screen wire and flash- 
ing valley tin which retailers in Florida 
now have and which are not suited to 
Florida climatic conditions, thereby giv- 
ing immediate relief to this critical con- 
dition in other sections of the country 
where such stocks can not at present be 
purchased and replaced due to. shortages 
and other conditions. 

A meeting of the association’s directors 
was held the evening preceding the con- 
vention, and another followed the ad- 
journment of the Victory Conference. 
During the elections, the association 
named A. L. Combs, its retiring president, 
as director-at-large. James F. Mack 
was named as national director. Asso- 
ciate directors chosen, were: W. W. Sim- 
mons, Jacksonville; T. W. Sheridan, 
Jacksonville, and I. W. Phillips Jr., 
Tampa. District directors chosen were: 
Forace F. Holland, Panama City; W. H. 
Wilson, Tallahasseee; W. M. Mason, 
Jacksonville; Fred Stones, Daytona 
Beach; H. G. Reed, Vero Beach; C. W. 
Garner, Delray Beach; H. L. Lawson, 
Miami; Edward Simpson, Fort Myers; 
B. F. Mount, Palmetto; A. M. Hess, 
Florence Villa; V. E. Sparrow, Tampa; 


J. W. Fleece, St. Petersburg; E. J. 
Maugans, Leesburg, and F. J Igou, 
Orlando. 


Coming Conventions 


April 23-24—Building Material Exhibi- 
tors Association, Sherman Hotel, Chi- 
cago. Annual. 

April 27—American Wood -Preservers’ 
Association, Palmer House, Chicago. 
Restricted wartime annual confined 
to reports and other urgent business. 
In order to eliminate intercity travel, 
all action will be submitted to mem- 
bers by mail. 

April tail 
Lumber Dealers Association, Mar- 
quette Hotel, Cape Girardeau, Mo. 
Annual. 

May 6-7—Associated Cooperage Indus- 
tries of America, Inc., Jefferson Hotel, 
St. Louis, Mo. ‘Annual business con- 
ference. 
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Extend Tree Farm Program 

Plans presented by the conservation 
committee of the National Lumber Man- 
ufacturers Association to nationalize and 
extend the Tree Farm movement under 
a new name—“American Tree Farms”’— 
were approved by the executive committee 
in session in Chicago. A national insignia 
was adopted, to be lent to area and dis- 
trict sponsors of the tree farm acreage. 

Forestry problems, plans for extended 
product development and research, and 
co-operation with war agencies occupied 
the attention of the various committees 
of the NLMA; American Forest Prod- 
ucts Industries, and the board of directors 
of the Timber Engineering Co., Inc., in 
a series of meetings extending from 
March 29 through April 1. 

The executive committee also passed a 
resolution approving the plan of the 
American Forestry Association to con- 
duct a three-year study of American for- 
est resources to provide data helpful in 
the formation of a basic national forest 
policy. 

Plans to extend further the parade of 
new military and civil uses of lumber 
and forest products were centered in the 
AFPI development committee of which 
C. R. Macpherson, Wilson Cypress Co., 
Palatka, Fla., is chairman. 


Central Kansas Annual 

The Central Kansas Lumbermen’s 
Association held its annual convention 
and war conference at the Lamer Hotel 
in Hays, Kan., on March 25, with more 
than 125 lumbermen attending. The 
meeting was one of the finest the organi- 
zation has had. 

D. J. Fair, Jr., of Sterling, retiring 
president of the association, spoke briefly 
at the morning session, after which 
Secretary-Treasurer-Manager M. L. 
Doner gave his report. 

The principal address of the morning 
session was given by Mrs. Mamie 
Riordon of Solomon, who has become a 
popular speaker at public meetings in the 
State. Mrs. Riordan’s subject was “Yard 
Stick,” which she applied to the lives 
and accomplishments of persons in any 
environment. 

The afternoon session was taken up 
with discussions by Ed Johnston, new 
secretary-manager of the Southwestern 
Lumbermen’s Association, and Bert 
Mitchner, director of revenue and taxa- 
tion for Kansas, on individual enterprise 
and free initiative. Concluding feature 
of the business sessions was a dealers’ 
discussion headed by Ed _ Johnston, 
Charles Hestwood, M. P. Dinges, Joe 
Weigel, and D. J. Fair, Jr. Fe 

Elmer Henry of Morganville was 
elected president of the association; 
R. Rhoades of Council Grove, was chosen 
first vice president and W. W. Isaacs of 
Beloit was selected as second vice presi- 
dent. M. L. Doner of Salina was re- 
elected secretary-treasurer-manager. 

At the banquet in the evening Hugh 
Burnett, of the faculty of Fort Hays 
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Kansas State College, was the speaker, 
his topic being “The Fine Art of Making 
Friends.” 


New National Association 


Wholesalers of Lumberyard Special- 
ties, a national trade association, was 
organized recently at the Morrison Hotel 
in Chicago by men who serve lumber 
dealers with various types of insulation 
board, hardboards, fibre board, rigid as- 
bestos board, plywood, asphalt and asbes- 
tos roofing, wire products, and numerous 
other items. This new organization will 
be entirely devoted to serving the inter- 
ests of warehouses and yards engaged 
in wholesaling lumberyard specialties dur- 








All retail lumber dealers in west- 
ern Pennsylvania, West Viriginia, 
Ohio, Indiana, Illinois, and the 
southern peninsula of Michigan are 
invited to attend a meeting called 
by the Office of Price Administra- 
tion to be held at the Cass Tech- 
nical High School, 2421 Second 
Avenue, Detroit, Mich., starting at 
10 a. m. on April 22. Peter A. 
Stone, price executive of the Lum- 
ber Branch, advises that the pur- 
pose of the meeting is to discuss 
interim ceiling prices of retail 
lumber and retail lumber products. 








ing these critical times and will lay 
plans for a continuation of their business 
in the post-war era. A previous meeting 
had been held in Kansas City, Mo. 

Harold W. Sparks, president of Lumber- 
yard Supply Co., St. Louis, Mo., and 
chairman of the executive committee of 
the new trade association, opened the ses- 
sion with a summarized statement of the 
national survey that was conducted since 
the first of the year, 

A regional meeting in the early part 
of May has been scheduled for New 
York City, at which time wholesalers of 
lumberyard specialties along the Atlantic 
seaboard will meet and establish the 
eastern representation. 

Administrative offices of Wholesalers 
of Lumberyard Specialties have been 
established at 111 West Washington 
Street, Chicago, Ill. Another office in the 
National Press Building, Washington, 
D. C., will maintain necessary contacts in 
the capital city with various government 
agencies, for the purpose of keeping the 
membership currently informed of regu- 
lations and interpretations. A. E. Pye, 
Chicago, is managing director of the as- 
sociation. 


Change in Dates 


The Building Material Exhibitors As- 
sociation has changed the dates of its 
annual meeting and meeting with the 
Lumber Dealers Association Secretaries 
Group to April 23 and 24, because the 
original dates of April 22 and 23 conflicted 
with an OPA price schedule meeting on 
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lumber. J. H. Giles is secretary of the 
Building Material Exhibitors Association, 
which has offices at 500 Baker Arcade, 
Minneapolis, Minn. 


Mississippi Retailers Elect 

The Mississippi Retail Lumber Dealers 
Association elected S. H. Varnado, Jack- 
son Lumber Co., Jackson, as president: 
he succeeds J. M. Thomas, who presided 
at the annual convention attended by lum- 
bermen from all parts of the State. Other 
officers were elected as follows: vice pres- 
ident, R. F. Evans, Mississippi Lumber 
Co., Vicksburg; treasurer, J. M. Evans, 
City Coal & Lumber Co, Jackson; sec- 
retary, Mrs. Margaret Ballou, Jackson. 


Willamette Valley Annual 

The annual meeting and “Ladies 
Night” banquet of the Willamette Valley 
Lumbermen’s Association, held in the 
Osborn Hotel, Eugene, Ore., March 26, 
brought out an attendance of 196, an 
increase of four over last year. President 
F. A. Graham presided. 

The following board of directors was 
elected for the ensuing year: J. H. Cham- 
bers, J. H. Chambers & Son, Cottage 
Grove; T. W. Rosborough, Rosboro Lum- 
ber Co, Springfield; William Vaughan, 
Coos Bay Logging Co., North Bend; 
Guy Haynes, L. H. L. Lumber Co., 
Carlton; Stewart Weiss, West Gate Lum- 
ber Co, Sweet Home; F. A Graham, 
Hills Creek Lumber Co., Jasper; A. A. 
Lausmann, Tiller Mill & Lumber Co., 
Medford 

T. V. Larsen, Forcia & Larsen, Noti, 
was named honorary director. 

Many prominent guests were present, 
including Palmer (Ep) Hoyt, publisher 
of The Oregonian, Portland, who was 
the principal speaker. His address was 
followed by general informal talks and 
discussions. 

At the meeting of the newly elected 
board of directors, the following officers 
were elected for the ensuing year: Presi- 
dent, C. W. Ingham, Glendale; vice 
president, Guy Haynes, Carlton; secre- 
tary-manager, H. J. Cox, Eugene. 


New York Salesmen Vexed at 
Government Purchasing Policy 

At the well attended, regular monthly 
dinner meeting of Lumber Salesmen’s As- 
sociation of New York, held on March 18 
and presided over by President Jim 
Hickok, the discussion centered around 
increased activity of the Central Procure- 
ment Agency in endeavoring not only to 
purchase all direct government require- 
ments but indirect as well, with a decided 
tendency to by-pass the normal and regu- 
lar channels of distribution. President 
Hickok appointed a committee to go into 
the matter in the hope that CPA can be 
made to see the light and take lumber 
from all sources and not restrict its pur- 
chases to certain sources. 


Alams 

The ALAMS held a well-attended bi- 
monthly dinner meeting in Newark, N. J., 
on March 8, presided over by President 
Ervin Bartel, who passed out cigars on 
the twin boys presented him by his wife 
on Feb. 23. Milton L. Dake has taken 
over the duties of secretary of ALAMS, 
replacing Bill Ude, who was inducted into 

(Continued on page 57) 


45 
















re 


L 


Ss) 





AETNA Has A Variety of - 
LAUX Quality Products *i# 
Available for Quick Shipment [Re 


LAUX REZ—A elear synthetic 


ve 
vides a hard even surface for 
pe 
AUX No. 
Resin Waterproof Glue meets 
Army and Navy Aeronautical 

















LAUX No. 888 GLUE—A Self- 
Bonding All Purpose Casein 
Glue meeting Army and Navy 
Specifications. Highly water- 
resistant. 

LAUX No. 771-D GLUE — A 
stainless Casein Glue specially 
adapted for woodworking shops. 
Has working life of 48 hours. 


prices and further 


€ Pre- 
nts grain raising and pro- 


sin Sealer and Primer. 


rfect finishing. 
77X GLUE—wvrea 


vecifications No. AN-G-8. 
Write Today! For 





IXL MAPLE FLOORING 


The World’s Standard since 1888 





WISCONSIN LAND & LUMBER CO. 














information about these products. 
TNA— 1731 Elston Avenue 
Chi ; 
7m & Veneer Phone: “ARMitage 7100 
PINE soe‘ 
V O R 7 Soft Textured 
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- ¢ Reports from Lumber Markets 


Information contained in this department comes directly from American Lumber- 
man representatives located in these cities. 


Baltimore, Md.; Buffalo, N. Y.; Cincinnati, Ohio; New York City: Philadelphia, Pa.; Norfolk, Va.; 





Shreveport. La.; Memphis, Tenn.; New Orleans, 


ham, Ala.; Kansas City, Mo.; St. Louis, Mo.; 


Spokane, Wash.; Tacoma, Wash.; San Francisco, 


General Review 

The lumber industry has been striving 
for several decades to bring its set-up 
into harmony with best economic prac- 
tices. It all boiled down to three inter- 
related branches—manufacturer, whole- 
saler and retailer. The crack-pot theor- 
ists at Washington during the new and 
the old war and in the illegal N. R. A. 
fiasco repudiated and need of the whole- 
sale service. Why a group of novices 
having no knowledge of the intricate 
problems and hazards of lumber produc- 
tion and distribution should be permitted 
to set up standards for the guidance of 
the industry during a war period when 
a unified industry is called upon for a 
maximum service, is beyond the ken of 
the average lay mind. 

In the easlier war there was a War 
Industries Board supplemented by a Price 
Fixing Committee, the latter headed by 
Prof. F. W. Taussig of Harvard. The 
attitude of this committee toward the lum- 
ber wholesaler was so devastating that 
500 leaders in that branch gathered at 
the capital and organized the National 
Bureau of Wholesale Lumber Distribu- 
tors. A former head of the Federal 
Trade Commission pleaded eloquently for 
fair treatment of this time honored group 
of industrialists, but to no avail. 

Then came N. R. A. in 1933 only to be 
tossed out the window two years later by 
the Supreme Court decision that it was 
uuconstitutional. It too had decreed 
against the wholesale service in lumber 
distribution as non-essential. 

Coming now to the present war and we 
find OPA fixing ceiling prices for most 
lumber items. OPA executives insist 
that the customary margin for the whole- 
sale service was figured into each maxi- 
mum price. Most mills cutting 200,000 
feet or less per day market their product 
through wholesale channels in normal 
times. Many of the larger mills maintain 
their own selling organizations in the 
larger distributing centers. Distribution 
to the retail yards and industrials of the 
country calls for a far-flung national 
organization and equipment that has built 
up along sound economic lines through 
the ages. 

In this column two weeks ago was pre- 
sented a plan proposed by the general 
conference of wholesalers for the guid- 
ance of the Central Procurement Agency 
in placing orders for lumber supplies. The 
last paragraph in that plan read, “No pur- 
chase shall be placed by C.P.A. with the 
manufacturers at over ceiling less 8 per 
cent.” The producers, that always have 
and always will market their stock 
through wholesale connections, might not 
take kindly to such a rule, but if their net 
return did not yield a margin above cost 
the remedy would lie in adding all or any 
part of the eight per cent to the ceiling 
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price. It would result in preserving in- 
stead of destroying an important branch 
of a very essential industry and in cement- 
ing all three branches for essential co- 
operative action with C.P.A. 

This proposed rule, if followed, would 
solve this long debated problem along 
sound economic lines. When N.R.A. re- 
fused proper recognition of the lumber 
wholesaler the comment came from Dr. 
Wilson Compton at Washington, repre- 
senting the manufacturers, “N.R.A. never 
really had the courage to grapple the 
Wholesalers into it even though it ad- 
mitted that they too must be bound or it 
wouldn’t work.” Which suggests that 
C.P.A. adopt a plan that has so much to 
recommend it to our best commercial and 
economic minds. 

It is of interest to recall the relative 
difference in railroad efficiency between 
the government operated McAdoo regime 
through World War No. 1 and the pri- 
vately operated Pelley regime in the pres- 
ent conflict. In the earlier affair the lines 
became clogged with traffic, for twenty 
months the lumber movement was em- 
bargoed, no shipment could be made with- 
out a special permit and the rolling stock 
came through the ordeal in deplorable 
condition. In the present war—following 
ten years of very lean earnings, we hear 
of no shortage of any type of rolling 
stock for promptly moving the greatest 
freight tonnage and passenger traffic that 
the railroads of the country were ever 
called upon to handle. 

Sharply stimulated domestic consump- 
tion and extensive reduction of homes 
construction and repair work will not be 
sufficient to meet all of Peru’s lumber 
needs, Lima reports. As a result, some 
timber will still be required from the 
United States, a survey showed. Imports 
have been greatly curtailed. 

British Columbia loggers have nothing 
to say at the moment regarding Senator 
Wallgren’s demand that west coast logs 
be towed to American plants rather than 
Canadian. 

Log production is an international con- 
cern these days and it is known that the 
state department at Ottawa keeps closely 
in touch with Washington on all matters 
concerning the war effort. Until the tim- 
ber controller gives some indication of 
Canada’s official position there can be no 
comment here, it is said. However, it is 
suggested that the tow across the Straits 
of Juan de Fuca isn’t quite so simple as 
Senator Wallgren apparently assumes. 

By the recent Executive Order of the 
President the Chairman of the War Man- 
power Commission (Mr. McNutt) is au- 
thorized to forbid the employment by any 
employer of any new employee or the 
acceptance of employment by a new em- 
ployee, except as authorized by regula- 
tions which he may issue with the ap- 
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proval of the Economic Stabilization 
Director, for the purpose of preventing 
employment at a wage or salary higher 
than that received by such new employee 
in his last employment, unless the change 
would aid in the effective prosecution of 


the war. 
Demand 


Eastern Market 


Distribution of lumber in NEW ENG- 
LAND is still confined almost exclu- 
sively to schedules for use in housing 
for war workers, for boat builders, for 
crating war material and for packag- 
ing ammuntion. Very little lumber is 
filtering through to the retail yards for 
use by civilian consumers. BOSTON 
offices report that the situation on the 
West Coast and in the South is as diffi- 
cult as any time in the past year. The 
pressure upon allocation field men to 
meet emergency requirements is so 
persistent that the mills have no choice 
as to the destination of their ship- 
ments. <A special lot covered by a top 
priority order may be ear-marked by 
the shipper to fill that order, only to 
find that it has been confiscated by a 
Government official for some other 
urgent need. All lumber items covered 
by ceiling prices are held strictly to 
that level, but in the matter of Eastern 
spruce, hemlock and native hardwoods 
the lumber section of OPA at Washing- 
ton has failed to produce that long de- 
layed maximum price order for those 
woods, to give mill operators a clear 
picture as to whether or not their 
plants can be operated upon a sound 
economic basis. The pressure at the 
moment by WPB aims for a sharp in- 
crease in available supplies of native 
hardwoods of any and all species. In- 
formation as to present or prospective 
supplies will be very welcome at the 
Boston headquarters of WPB 17 Court 
street. 

The difficulties encountered by whole- 
salers and commission men in the 
BALTIMORE “area are on the increase 
rather than the decline, and both groups 
find it had to obtain lumber with which 
to meet the demands of their customers. 
The matter was made the subject of a 
discussion at the last meeting of the 
Baltimore and Washington Lumber 
Sales Club, but the organization did 
not seem to know what could be done 
about it, beyond making representa- 
tions to the authorities in the hope that 
some relief might be afforded by them. 
Stocks of low grade lumber to care 
for the requirements of the local box 
makers are apparently arriving in suf- 
ficient quantities to keep the plants in 
operation busy, but some reduction in 
these holdings is to be noted. 


Southern Market 


The pine lumber situation in 
SHREVEPORT, LA., to quote one man- 
ufacturer, is “simply distressing.” Gov- 
ernment restrictions are being drawn 
tighter and tighter while the problem 
of solving the pressure of demand from 
all directions is growing more and 
more difficult as each day passes. 

There is very little to report at this 
time regarding the North Carolina pine 
or shortleaf pine market in NORFOLK, 
VA., different than what has already 
been reported. Possibly, this could be 
amended by saying that the troubles 
of the millmen, wholesalers, and re- 
tailers in the business, are increasing 
from day to day, and no relief appears 
in sight as yet. 

The government continues to take 
about all the available supply of lum- 
ber at BIRMINGHAM. The demand has 
changed over from structural and di- 
mension stuff to lumber for boxing and 
crating. Also there is a continued call 
for heavy timbers for ship and barge 
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construction. Lumber is being sought 
more and more as a substitute for 
metal, but seems almost as scarce as 
metal. Retail yards report more farm 
sales especially rough lumber for the 
building of barns and outhouses for 
poultry and hogs. 

The lumber situation at MEMPHIS 
continues unchanged as far as soft- 
wood’s are concerned with little avail- 
able for other than government work. 
The newly opened office of the U. S. 
Engineers for the purchase of lumber 
here last week sought 50,000,000 feet 
of lumber (of which 80 percent was to 
have been pine) at a contract letting 
here. It obtained around 15,000,000 
feet. Since that time it has been pur- 
chasing from 3,000,000 to 5,000,000 feet 
a day in the open market. Prices are 
uniformly at ceiling levels. 


Southwest Market 


The potential demand for lumber in 
the KANSAS CITY area continues huge 
and there is no change in the situation, 
for supplies are not reaching those 
needing them. Retailers are complain- 
ing loudly and strongly, for farmers 
in this area are badly in need of lum- 
ber. As yet no relief has been forth- 
coming. Lumber associations are for- 
mulating plans and are to lay them 
before the WPB in hopes of getting 
some more allocation of lumber for the 
farm trade. On recent survey showed 
that farms could use upwards to 7% 
billion feet of lumber. Demand seems 
to be veering away slightly from lum- 
ber for construction purposes and 
more toward lumber for boxing and 
crating. The government is willing to 
buy practically all lumber of No. 3 
and better grade yellow pine for such 
purposes. 

While demand for northern pine is 
increasing as farmers call for material 
for repair purposes and for building 
hog houses, brooder houses and in 
some instances machinery sheds, manu- 
facturers are at a loss to supply all 
the demands of retail yards, according 
to Minneapolis sources. A growing de- 
mand for prefabricated small farm 
buildings has been noted during the 
past fortnight. Orders accepted dur- 
ing the past two weeks called for about 
2,000,000 feet of material. 


West Coast Woods 


Government buying is still the domi- 
nating factor in the lumber market so 
far as TACOMA, WASH., mills are con- 
cerned. Although at the start of the 
year, it was anticipated in many circles 
that government buying would begin 
to decrease by the end of the first 
quarter, this has not been true in the 
Tacoma area. In fact, the situation is 
yuite to the contrary, for there has 
been a noticeable increase in the gov- 
ernment demand for most items pro- 
duced by Tacoma mills. Much of this 
material is intended for use in military 
construction now under way in the Pa- 
cific Northwest. As an illustration, one 
large manufacturer has just completed 
shipping arrangement for a consign- 
ment of several million feet of lumber 
that will be sent by rail for use on a 
military project in the Columbia river 
area in eastern Washington. 

New housing projects in connection 
with the war effort are intensifying the 
already strong domestic call for lum- 
ber and there is no abatement of the 
government’s needs as yet. An auc- 
tion simultaneously in SEATTLE, 
PORTLAND and EUGENE, ORE. was 
held with fairly satisfactory results 
during the past fortnight. 


Supply 
Pines 


Untl the sawing season at head of 
the lakes mills gets into full swing the 
output of northern pine lumber will be 
very limited, MINNEAPOLIS sources re- 
port. During the past two weeks the cut 
totaled only 800,000 feet, or about one- 
third of the volume of material 
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shipped. The large mills of the 
Northern Pine Manufacturers Associa- 
tion will begin operations in the near 
future, but the comparatively small 
winter output makes it certain that the 
year’s production figure will fall con- 
siderably lower than that for 1942. To 
date in 1943 the volume produced totals 
only 10,000,000 feet as compared with 
twice that up to a corresponding time 
in 1942. Because of near-depletion of 
certain items which for some time have 
been in short supply civilian demands 
could not be supplied in full even if 
there were no wartime restrictions on 
sales. 

Weather has been favorable in the 
South for increased production but this 
has been more than offset by the in- 
creasing shortage of labor. Mills 
around BIRMINGHAM in many cases 
are faced by closing as men go back 
to the farms or into war plants. They 
are unable to hire men even at in- 
creased rates, and there doesn’t seem 
to be any immediate relief, especially 
as long as they have to compete with 
shipyards and others which operate on 
a cost plus basis and pay much over- 
time. The supply of lumber continues 
to drop. 

Production, which has been curtailed 
in MINNESOTA throughout the winter 
by labor and transportation difficulties, 
has reached a new low during the past 
fortnight, some manufacturers having 
quit woods work for the season. Other 
operators are unable to obtain suffi- 
cient help. Active demand is as high 
as in previous years and the potential 
demand even higher, manufacturers re- 
port, but there is no prospect of the 
wants of retailers being supplied, and 
rural telephone and power lines must 
look elsewhere for much-needed ma- 
terial. 


Hardwoods 

The market is just as brisk as ever 
at SHREVEPORT, LA., with very lit- 
tle dry lumber to supply the demand. 
The mills have picked up somewhat 
on production the last thirty days, 
which is due largely to the strenuous 
effort the mills are making to turn out 
more lumber. They realize that they 
simply have to do this, a fact which 
has been brought out at the numerous 
meetings that have been held between 
producers and representatives of the 
government. It is evident that if a 
greater supply is not turned out some- 
how, the alternative will be a freeze 
on hardwood lumber stocks, a situa- 
tion that the mills wish to avoid as 
long as possible. 


Logs 

Increased production of essential 
lumber in present camps and mills and 
opening up of new timber areas that 
can not be touched for lack of labor 
is envisaged by Kootenay-Boundary 
lumbermen this year as a result of the 
Ottawa order-in-council to permit em- 
ployment of Japanese and Chinese on 
provincial crown lands in British Co- 
lumbia. They hope to employ most of 
an estimated 4,000 Japanese loggers 
now in wartime evacuee homes at 
Greenwood, in the Slocan and at Kaslo. 
They are already making plans but can 
not take definite steps until definite 
information is received from official 
sources. 

Logs continue to be the biggest bot- 
tleneck in the supply picture although 
an inventory of PUGET SOUND logs 
just completed shows stocks of Doug- 
las fir logs up nine million and an 
increase of inventory of all species of 
2,700,000 feet. Hemlock supply went 
down 7,500,000 feet. Biggest complaint 
comes from manufacturers using cedar 
logs. They claim the ceiling on these 
logs is too low resulting in indifferent 
input by loggers. Some fir mills are 
running cedar logs through to make 
dimension. Imports from Brtish Colum- 
bia are small. Canadian manufacturers 
need all the logs they can get. One 
man who visited 12 mills of different 


kinds found nine down from lack of 
logs and other causes. Shingles are 
virtually unobtainable. Mills have all 
the orders they can handle. Many mills 
handling cedar logs are refusing or- 
ders until logs can be obtained. The 
easiest item obtainable is rough fir 
offered by some of the small mills now 
getting into production. These rough 
timbers and some dimension is snapped 
right up. Heavy winds have hindered 
towing of log rafts during March but 
otherwise weather has been good for 
log production. The labor situation has 
been aggravated by food rationing. 
Stronger efforts to increase production 
will undoubtedly be made. 

Lack of logs is the principal handi- 
eap confronting TACOMA, WASH., 
lumber mills, and the situation is be- 
coming increasingly acute, since the 
mills for the most part have one of 
the heaviest accumulations of orders 
on hand in their history. In the face 
of this and despite the fact that most 
of the orders are of a government na- 
ture, mill closures are becoming in- 
creasingly frequent, 





Increased Plywood Ceilings 


An over-all increase of 10 per cent in 
producers’ ceiling for all grades of Doug- 
las Fir plywood to cover increased labor 
and materials costs was announced today 
by the Office of Price Administration. 
All Douglas Fir Plywood sales, including 
those made by distribution yards and 
retailers, will be affected by the increase. 

The across-the-board increase in mill 
prices was authorized in Amendment No. 
3 to Maximum Price Regulation No. 13, 
effective April 15. The amendment does 
not alter the provisions of the regulation 
which allow distribution yards and re- 
tailers to add to the mill prices specified 
percentage mark-ups and transportatian 
charges. 

The action is calculated to give pro- 
ducers a return of slightly less than 6 
per cent on sales and will relieve mar- 
ginal producers from a squeeze which 
threatened financial losses. The mar- 
ginal mills should be able to realize from 
1 to 2 per cent on sales, according to OPA 
officials. Higher ceiling prices would re- 
sult in unreasonably high profits for a 
majority of the industry, OPA stated. 

The amendment is based on data 
showing the industry’s profit position 
after substantial advances in plywood 
production costs resulting from increases 
in wages and log costs. A study by OPA 
of reports from 18 plywood mills, repre- 
senting 64 per cent of the industry, 
showed that the rates of net operating 
return to net sales had declined sharply 
from an average of 4.11 per cent for the 
period from January to November, 1942, 
to 3.90 per cent in August, 1942, and to 
2.48 per cent in November, 1942. 

The War Labor Board granted a 7/2 
cents hourly wage increase on November 
5, 1942, when the average hourly rate 
for the industry was 75 cents. This in- 
crease was retroactive to February 15, 
1942, and had actually been in effect 
since May 16. This increase was re- 
flected in the reports submitted to OPA 
by the 18 plywood mills. A. subsequent 
increase of 7% cents per hour was 
granted by WLB on December 17, 1942, 
retroactive to September 1, 1942. Bo- 
nuses for night shift work were also 
authorized. The total 1942 wage increase, 
amounting to 20 per cent, was taken into 
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account by OPA in granting the increase 
in plywood prices. 

Recent increases in Douglas Fir log 
price ceilings, amounting to $2.26 per 
thousand feet, reflect an increase of 99 
cents per M feet in plywood costs. This 
increased cost was also a factor in grant- 
ing the increase. 


Retail Plywood Restricted 


Effective April 20, 1943, further re- 
strictions will be placed on the sale of 
softwood plywood from distributors’ 
vards to consumers Under Limitation 
Order L-150-a as amended today by the 
War Production Board, such sales will 
he permitted only on orders carrying a 
rating of AA-2X or better. At present, 
sales can be made on orders with a rating 
of AA-5 or better. The change will not 
affect transactions between producers and 
distributors. 

The action was taken to make sure that 
distributors’ inventories at all times will 
be sufficient to care for repair jobs and 
other essential requirements of the Army 
and Navy in various sections of the 
country 


Box Lumber Pricing Adjusted 


An adjustable pricing provision, effec- 
tive April 14, 1943, was incorporated in 
the price regulation on rotary cut south- 
ern hardwood box lumber by the Office 
of Price Administration. 

The action permits sellers of the lum- 
ber to enter long term contracts at maxi- 
mum prices in effect at the time of de- 
livery and is similar to the adjustable 
pricing provisions contained in other 
lumber price regulations. 


Hardwood Ceiling Amended 
The Central Hardwood price ceiling, 


No. 155 was amended for the fifth time 
by inserting the following two tables: 
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, eee 60. 00 3 if | | ae eee 
, Seek 68. 00 28) 7 eee 
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60. 00 53. 00 49.00 
63. 00 54. 00 50.00 
68. 00 59. 00 55, 00 

















The Northern softwood lumber price 
ceiling (MPR 222) was recently 
amended to include prices for Jack pine 
Shipped from mills in Wisconsin, Mich- 
igan, Minnesota, Manitoba and Saskat- 
chewan. Following are the specific 
changes which were effected: 

Section 1381.264 (j) is amended by 


adding the following subparagraph (3): 
Jack pine 

No. 1 Common: Deduct $2.00 from 
price of No. 1 Common White Pine. 

No. 2 Common: Deduct $3.00 from 
price of No. 2 Common White Pine. 

No. 3 Common: Deduct $3.00 from 
price of No. 3 Common White Pine. 

Section 1381.264 (k) is amended by 
inserting the following note urder the 
table: 

Note: No. 4 Common (mixed soft- 
woods) may include Jack pine. 

Section 1381.264 (1) is amended by 
changing the head-note to read as fol- 
lows: 

(1) Mixed Northern softwoods (white 
pine, Norway pine, Eastern spruce, and 
Jack pine) common boards (rough), 
(Box or crating). 

Section 1381.264 (1) is amended by 
adding the following footnote 7: 

7. No. 4 Common and Better (60% 


No. 3 Common and Better) Jack pine, 
add $3.00 to price of No. 4 Common. 

Section 1381.264 (m) (1) is amended 
by changing the head-note to read as 
follows: 

(1) Mixed Northern softwoods di- 
mension (Norway pine, Eastern spruce, 
and Jack pine) No. 1 (rough). 

Section 1381.264 (m) (2) is amended 
to read as follows: 

(2) Northern White Pine 

Add $5.00 to the above mixed North- 
ern softwoods dimension price. 

Section 1381.264 (n) is amended by 
changing the heading to read as fol- 
lows: 

(m) Mixed Northern softwoods plank 
and timbers (Norway pine, Eastern 
spruce, and Jack pine) (rough). 

Section 1381.267 (e) (1) is amended 
by adding after the words “Norway 
pine in the table of estimated weights, 
the words “or Jack pine.” 
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NEW SALES HELPS 
ON 

BRUCE STREAMLINE 
FOR REMODELING 














Send for This FREE Sales Portfolio! 


Here’s your chance to make sales and 
profits on an item you can still buy and 
sell—Bruce Streamline Flooring. Factory 
finished and ready for use the instant it’s 
laid, this flooring is ideal for repairs and 
remodeling! Available in 14” and 3,4” 
thickness to be laid right over old floors. 
Your promotion of Streamline helps you 
make profits today and lays the founda- 
tion for a profitable business on flooring 
when new construction starts once more! 
Send today for your copy of the new 
Bruce Portfolio of Sales and Advertising 
Helps. It’s FREE! Gives you everything 





you need to start selling more repair and 
remodeling jobs! Use the coupon below. 


E. L. BRUCE CO., Memphis, Tenn. 
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Lasting Maple 


Makes Lasting 
Friends 








FOOD PLANTS 2. one of 


many needs for Maple today 


There are opportunities for Maple 
Flooring Jobs! 


War industry projects, factory 
rehabilitation, farm buildings, de- 
fense housing, and other require- 
ments—improving and remodel- 
ing—emphasize Hard Maple’s ad- 
vantages—beauty, low upkeep, 
sanitation, and long life. North- 
ern Hard Maple offers the best 
value in flooring—and its range 
of a fits every flooring 
nee 


Our Member Mills have Hard 
Maple Flooring ready for prompt 
shipment. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 


1795 McCormick Building, Chicago, Illinois 


August C. Beck Co., Milwaukee, Wis. 
The Blount Lumber Co., Lacona, N. Y. 
E. L. Bruce Co., Memphis, Tenn. 

(Mill at Reed City, Mich.) 
Connor Lumber & Land Co., Laona, Wis. 
The M. B. Farrin Lumber Co., Cincinnati, 0. 
Holt Hardwood Co., Oconto, Wis. 
Kerry & Hanson Fiooring Co., Grayling, Mich. 
Michigan Dimension Co., Manistique, Mich. 
North Branch Flooring Co., Chicago, III 
Oval Wood Dish Corp., Tupper Lake, N. Y. 
Robbins Flooring Co., Rhinelander, Wis. 
J. W. Wells Lumber Co., Menominee, Mich. 
Wisconsin Land & Lumber Co., Hermansville, 


Mich. 
Yawkey-Bissell Lumber Co., White Lake, Wis. 
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Western 
Lumber Products 


Prompt, efficient shippers of big 
mill, excellent quality. rightly- 


priced Fir, oe Cedar, 
Spruce, Red Cedar Shingles, Idaho 
White Pine, Ponderosa e, Cali- 


fornia Sugar Pine. We strongly 
ybscribe to belief that a SATIS- 
FIED CUSTOMER is greatest asset 
of any institution. 


J. G. Kennedy Lumber Co. 


Henry Buliding, SEATTLE 
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National Production, Shipments, and Orders 

Following is the National Lumber Manufacturers’ Association’s report for the week 
ended April 3, covering mills whose statistics for both 1943 and 1942 are available, 
and percentage comparisons with statistics of identical mills for the corresponding 


period of 1942: 
Av. No. 


Per- Per- Per- 

Mills Production cent Shipments cent Orders cent 
SOFTWOODS: Rpte. 1943 of 1942 1943 of 1942 1943 of 1942) 
Southern Pine....... 97 21,093,000 83 23,705,000 79 23,378,000 65 
WeOSt COGRE. 26 cece 143 106,604,000 S6 109,300,000 77 106,105,000 68 
Western Pine....... 95 50,823,000 85 64,491,000 81 72,861,000 7% 
Calif. Redwood...... 11 8,259,000 8S 14,312,000 112 9,247,000 79 
Southern Cypress.... 7 1,051,000 76 1,937,000 103 1,277,000 94 
Northern Pine....... 6 775,000 310 2,055,000 111 1,640,000 126 
No. Hemlock........ 13 858,000 64 1,512,000 69 2,833,000 131 
HARDWOODS: 
Southern Hdwas..... +81 7,692,000 86 11,135,000 107 8,668,000 98 
Northern Hdwds..... 13 2,072,000 60 2,980,000 120 2,889,000 151 
FLOORING: 
3 er 65 4,226,000 47 5,610,000 69 6,597,000 87 
OS err er ree 12 493,000 50 558,000 52 772,000 90 

tUnits. 





Southern Pine Statistics 

Following is a summary of reports from 
southern pine mills for the week ended 
April 3: 


Number of Mills, 155; Units}, 97 


Three-year aver. prod.*...... 30,664,000 
AMetual MFOEGUCTION .....cccces 25,017,000 
IID, aegrcnaeg-wi'< ie e.2 o(siaacene 28,105,000 
GREGTS POUCEVOE «cs cccccens 23,575,000 


Number of mills, 155 


On Apr. 3, 1943 
RISE QUGOTE .ccccweeeeves 141,752,000 
SIMGONE BROOME 6 voc cectcces 40,460,000 


*Oct. 30, 1939, to Oct. 31, 1942. 
*+Unit is 316,000 feet of “3-year aver- 
ige’”’ production. 





Southern Hardwoods 

Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the 
week ended April 7: 











Quartrd. Red Gum Ash 
AS— No. 2 Com.— 
a 96.50 | 10-4 33.00 
No. 1 & Sel.— Beech 
4% ... 51.50 | FAS— 
5-4 2... 60.50 << .. seess. -00 
oft acl 54.50 
No 1 & Sel | No. i & Sel— 
be... 47.50 | 4-4 --- £0.00 
6-4 ...44.00@44.50 
Quartrd. Sap Gum No. 2 Com.— 
FAS— 4-4 ... 30.00 
8-4 ... 70.50 | 6-4 ...32.00@32.50 
No. 1 & Sel.— Cottonwood 
4-4 ... 46.50 FAS— 
fee 54.50 4-4 ... 44.00 
Plain Sap Gum 4-4... 38.00 
a No. 2 Com.— 
4-4 ... 56.50 S28 cus 29.00 
5-4 ... 60.50 Willow 
No. 1 & Sel.— FAS— 
4-4 ...42.00@42.50 | 4-4 55.00 
54 j 47.50 5-4 . 57.00 
6-4... 50.50 | No. 1 Sel.— 
No. 2 Com.— 4-4 - 41.00 @ 41.50 
= 26.50 | No. 2 Com.— 
ca. 27.00 | 4-4 ...28.00@28.50 
yt ae Black Gum No Fa, came 
; ae 53.50 | 4-4 47.50 
ao - No. 2 Com.— 
No. 1 ‘& Sel.— 
a" 4-4 34.50 
43.50 | 5.4 36.50 
Plain Black Gum_ | 6-4 36.50 
FAS 8-4 37.50 
4-4 -50.00@50.50 " Pecan 
No. 1 & Sel.— FAS— 
2-4 . 40.00 @ 40.50 6-4 . 60.00 @ 60.50 
No. 2 Com.— No. 1 el.— 
4-4 26.00 6-4 ...42.00@42.50 
Plain Tupelo No. 2 Com.— 
No. 2 Com.— 6-4 . 32.00 @ 32.50 
4-4 ae 26.50 ’ Cypress 
Plain White Oak FAS— 
No. 1 & Sel.— 4-4 76.50 
4-4 ...42.00@42.50 Selects— ; 
5-4 47.00 4-4 7 60.00 
Plain Red Oak 5-4 ... 68.00 
§ 6-4 ... 
© wae 60.00 | Shop— pic 
6-4 ... 75.50 60.00 
ae t © Oe No. 2 Com.— 
4-4 - 40.00 @40.50 8-4 35.50 
6-4 48.50 Mixed Hardwoods 
No. 2 ‘Com.— Dunnage— 
6-4 ... 35.50 4-4, 14.25 


Western Pine Summary 


The Western Pine Association reports 
as follows on operation of identical In- 
land Empire and California mills during 
the week ended April 3: 


Report of an Average of 95 Mills: 
Apr. 3, 1943 Apr. 4, 1942 


Production 50,823,000 59,961,000 
Shipments .... 64,491,000 79,483,000 
Orders rec’d... 72,861,000 96,774,000 


Report of 95 Identical Mills: 
Apr. 3, 1943 Apr. 4, 1942 
Unfilled orders 432,440,000 364,984,000 
Gross stock.... 675,250,000 970,191,000 
Report of 95 Identical Mills: 
-~Total for Year to Date— 
942 


1943 1 
630,122,000 705,616,000 
850,285,000 984,855,000 
932,000,000 1,033,983,000 


Production 
Shipment 
ig 





Western Pines 


Following delivered prices, based on 
past sales, were reported to the West- 
ern Pine Association by members dur- 
ing the period March 1 to April 3, in- 
clusive. Both direct and wholesale 
sales are included and are based on 
specified items only. Two districts are 
given, one being the State of Illinois, 
outside of the Chicago metropolitan 
district and the other the State of 
Pennsylvania. Quotations follow: 

ILLINOIS 
PONDEROSA PINE 
Selects S2 or 4S— 





1x8 ying i 6/4RW 

C Select RL...$80.44 $84.28 $83.25 

D Select RL... 68.21 69.85 69.25 

Shop S2S— No. 1 No. 2 

rr $59.87 $52.19 

9 are eee 60.25 51.75 
Commons S2 or 4S— 

No. 2 No. 3 
co >: Aenea $49.78 $45.70 
po! 2 7 52.03 45.55 

IDAHO WHITE PINE 
Commons, S82 or 4S— 
Colonial Sterling ant. 
oO. No. 2 No 
$60 Tle scccicc $60.00 $57.00 $49. 00 
DEE Bele. cscs 87.50 62.50 49.00 
SUGAR PINE 
No. 1 No. 2 No. 3 
Jf $63.25 SORES 8s neers 
PENNSYLVANIA 


PONDEROSA PINE 

Selects’S2 or 4S— 

1x8 5/4RW 6/4RW 
85.30 $85.30 


a $81.97 $ 
BNA, Giesersace oe 68.80 Th: _ 72.00 
Shop S2S— No. 1 No. 2 
i, ee ra ee $62.25 $54.25 

Commons S82 or 4S— 

No. 2 No. 3 
Le | eee e oes $48.42 
co 2 eee 09 48.21 


4/4 No. 4 Com. S2 or 4S RWEL. $39.26 
IDAHO WHITE PINE 
Selects S2 or 4S— 


1x8 6/4RW 
Chotes (C) Ri....<... $86.50 $98.25 
Quality (D) RL......< 69.64 86.25 


Commons, S2 or 4 
oa Sterling Stand. 


o. 2 No. 3 
Sk. a =. 50 $e8, 46 $51.27 
ENED Tike. ce 89.58 63.82 50.16 
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"West Coast Hemlock 4178 


A thorough investigation of the prop- 
erties of West Coast hemlock by govern- 
ment technicians and the lumber industry 
has shown that this is an ideal wood for 
many purposes when properly manufac- 
tured and seasoned. It has long been 
used interchangeably with Douglas fir in 
ordinary construction and with spruce 





for boxes and other shipping containers. 
More recently it has been found satis- 
factory for aircraft lumber and is also 
used for ladder stock and _ blond-finish 
furniture. The story of West Coast hem- 
lock may be obtained by checking 4178. 


Hercules Speedy Patch 4175 


An emery strengthened patch that is a 
speedy and economical product for an en- 
tire floor is being manufactured by Ever- 
crete Corporation. It is waterproof, 
resilient, and can be used on any surface, 
for shallow or deep ruts. For further 
information check 4175. 


Rolling Wood Grille 4176 


The new rolling wood grille, or barrier, 
manufactured by Cornell Iron Works, 
Inc., uses wood bars strung on light steel 
tapes operating up and down in wood 
guides. The grille coils overhead on a 
horizontal counterbalancing shaft, and no 








wall or floor space is taken up as the 
coil is entirely overhead and out of the 
way. 

The rolling wood grille makes a sub- 
stantial barrier and can be fabricated for 
opening widths up to 19 feet and opening 
heights unlimited. It locks into the side 
guide with a padlock and hasp on the 








bottom bar and can be replaced with a 
rolling steel grille at a later date if de- 
sired. For additional information check 
4176. 


Conservation Control Plan 41714 


The Disston Conservation Control 
Plan now being used by American and 
foreign industries is a unique and prac- 
tical plan created for the purpose of 
instructing workmen in the correct selec- 
tion, use and care of tools to insure faster 
production and longer tool life. The basis 
of the Plan rests with Control Cards 
which bear concise information that will 
lead to the most efficient and productive 
operation of thirty-four kinds of tools 
essential to war production. The success 
of the Plan has been attested by large and 
well known corporations, approximately 
three thousand plants having installed it. 
For further information check 41714. 


New High Speed Gas Engine 
4179 
Climax Engineering Company §an- 
nounces the new V-12 Blue Streak En- 
gine, an all purpose 435 HP. gas engine 





that delivers abundant power on low cost 
fuels. With a normal speed range of 600 
to 1200 r.p.m. the V-12 meets today’s 
demand for a high speed engine which 
will mesh with modern power consuming 
machinery for operating large pumps and 
compressors, driving mining and construc- 
tion machinery and, with suitable genera- 
tors, a low cost means of generating 
electric power. For complete information 
check 4179. ‘ 


Simplified Motor Control Guide 
4172 


How to select and apply motor control 
is explained in a _ new, easy-to-read, 
16-page General Electric manual, “Sim- 
plified Guide to the Selection and Appli- 
cation of Commonly Used Motor Con- 
trols.” 

The fundamentals of control are pre- 
sented in an interesting and understand- 
able manner with many illustrations and 
explanatory diagrams. Starting with a 
simple analysis of the funetions of con- 
trol, the booklet next describes the basic 
control parts of industrial devices and 
follows with a discussion of the selection 
of correct control. Copies may be ob- 
tained by checking 4172. 
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Plywood Garbage Receptacle 
4171 


This new item, according to Aberdeen 
Wood Products Company, Inc., has 
proved that the plywood garbage recep- 
tacle, properly constructed and finished 
will adequately meet all requirements for 





garbage and refuse disposal. It is im- 
pervious to rodents and termites and is 
watertight. 


The inside of the receptacle is pro- 
tected by a wood sealer and three coats 
of acid resisting, non-corroding black 
asphalt varnish mixed with graphite. The 
outside, excepting the lid, is finished with 
a wood sealer and two coats of slow 
drying deck enamel. At present these 
plywood receptacles are being manufac- 
tured in three sizes—10, 16, and 25 gallons. 
For descriptive folder theck 4171. 


Package Ingenuity 41713 

Since the new metal-saving glass con- 
tainers which The Sherwin-Williams 
Company is using for paint packaging 
do not have wire bales as handles, the 
company has devised a new easy-to-carry 
paper bag with specially designed paper 
handles. The bags are extremely tough 





and can carry gallon jars easily and 
safely. This should be a good over-the- 
counter item for your paint department. 
Check 41713 for details. 


New Maintenance Manual 4173 

A new 20-page, pocket-size manual de- 
tailing how to get maximum service from 
portable electric tools has just been 
published by Independent Pneumatic Tool 
Company. It contains complete and brief 
instructions on the proper operation and 
care of all types of portable electric tools. 
Special attention is given to the more 
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common and simple problems in connec- 
tion with the maintenance of the motor, 
cable, switch and brushes. Right and 
wrong operating methods are clearly 
stated and pictured with simple instruc- 
tions. Full information on what to do 
when a tool fails to operate is also cov- 
ered. Copies may be obtained by check- 
ing 4173. 


"Draft Information" Manual 


This new manual, prepared by the Law 
Information Service of National Lumber 
Manufacturers Association, gives forest 
industry operators last-minute advice on 





their Selective Service problems. It con- 
tains the latest lists of esssential activities 
and occupations in all branches of the 
lumber and timber products industries. 
In addition to information that a lumber- 
man needs to know and understand about 
the draft, the maunal also serves as a 
means of helping to acquaint the draft 
board members with the status of the 
lumber industry. Copies may be obtained 
from any of the industry associations or 
war committees. 


Booklet for Lumber Workers 


At the series of state meetings of 
manufacturers to discuss the drive for 
more production, it was found that a real 
need exists for educational material to 
impress lumber workers with their im- 
portance in the war effort. The South- 
ern Pine War Committee, Canal Build- 
ing, New Orleans, Louisiana, has re- 
printed in booklet form an article, “For- 
ests are Helping America Fight,” which 
can be used as a payroll envelope stuffer. 
If you wish your employees to have the 
benefit of this article, write to the 
Southern Pine War Committee. 


Shellac Substitute 41711 


The O’Brien Varnish Company an- 
nounces the introduction of Master-Lac, 
a substitute for shellac. Master-Lac is a 
clear liquid embodying all the sealing 
properties of shellac; is equal to shellac 
in quick drying and sanding qualities and 
is supplied ready for application. It is 
not particularly recommended as a finish 
coat but its sealing properties are excep- 
tionally good. Item 41711. 


Portable Gasoline Driven 


Generator 41710 


A new Portable Gasoline Driven Gen- 
erator for rapid battery charging is 
announced by Hunter-Hartman Corpora- 
tion. This new unit is said to eliminate 
many of the problems accompanying the 
use of storage batteries in operations 
where electric current and conventional 
equipment for charging are not conveni- 
ently available. 

The equipment is designed to charge 
6—12—24 volt batteries at 10 to 300 
amperes, and consists of a specially de- 
signed generator driven by a 6 HP. single 
cylinder, air-cooled gasoline engine. For 
easy portability the entire unit is mounted 
on a skid-type base equipped with 5-inch 
wheels, which are raised from the ground 
when the unit is im use. For detailed 
information check 41710. 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 


found in the heading of the particular items in question. 


Sign the coupon, 


clip it and mail it to the AMERICAN LUMBERMAN, 431 So. Dearborn St. 


Chicago, Il. 


4171 4172 4173 


4178 4179 41710 


4174 
41711 


The desired information will be forwarded promptly. 


4175 
41712 


4176 


41713 41714 


ee 


41712 


A new booklet on the care and use of 
inserted point saws has just been pub- 
lished by Simonds Saw and Steel Co. 


"Facts for Millmen" 






Ps we 


This is epecially written for the small 
mill operators. Item 41712. 


"Wood Goes to War" 


One of the most interesting motion 
pictures ever made of forest products 
industries and their important contribu- 
tions to the nation’s war effort, will be 
available for booking in theaters begin- 
ning May 8. 

“Wood Goes to War” is a technicolor, 
standard size film which packs into a 
nine-minute showing a comprehensive 
story of logging, milling, and processing 
the finished products, together with their 
dramatic uses by the military services. 
It shows wood being manufactured and 
used for cantonments, explosives, P-T 
boats, airplanes, trucks, boxes, and for 
the paper on which engineering plans 
are made. It illustrates to forest indus- 
try employees how their efforts are essen- 
tial to the war program. 

This picture may be obtained by thea- 
ters at a cost of only a few dollars 
through film exchanges handling Metro- 
Goldwyn-Mayer productions. To be cer- 
tain that your community does not miss 
it, special arrangements should be made 
with your local theater manager. 


New Fire-Extinguisher Case 4174 


To reveal instantly any attempt to 
tamper with fire extinguishers, American- 
LaFrance-Foamite Corporation has intro- 
duced a new inexpensive extinguisher 
case known as the Tampless Case. 

Constructed of non-critical tough card- 
board stock, the case safely houses the 








extinguisher from the reach of unauthor- 
ized persons, yet permits instant removal 
for legitimate use. A unique feature of 
the Tampless Case makes available for 
the first time important fire fighting in- 
structions at the actual location of each 
extinguisher. Check item 4174. 
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LANE: 


Trade Mark Reg. U. S. Pat. Off. 


NEW 
LOGGING TRAILERS 
AVAILABLE 


The Government has authorized 
all Fruehauf to produce light, me- 
dium and heavy-duty logging 
Trailers—both single-axle and 
tandem-axle types. Available for 
yu- immediate delivery through Frue- 
‘a hauf Branches to anyone with a 
Certificate of Transfer PD-32]. 












SS ~= = et | 


SAW MILLS 


AVAILABLE FOR 
PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 

Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 


See your Fruehauf Branch for works if desired. 


(2 assistance in filing for a certifi- Various sizes and dogs to meet your needs. 
=i) | eo 
© || FRUEHAUF TRAILER COMPANY | $7 ANE MANUFACTURING CO. 


MONTPELIER, VT. 














- || P. Ms. BARGER LUMBER COMPANY 


Wholesale Lumber—Mouldings and Shingles 





74 Telephone 876—Statesville, N. C. 
- | Branch Office: P. O. Box 5998, Bethesda Station, Washington, D. C., Telephone Oliver 3450 

an- 

“ 1! BARGER MILLWORK COMPANY 

od | Wholesale Windows and Doors 


Telephone 733—Statesville, N. C. 




















Right Out of This Big 


FARM BOOK 


. || QUICK FACTS ABOUT PERMASAN 


1. Permasan is 5% pentachlorophenol (minimum), 
5% non-volatile solvent, 90% selected petroleum 










Are Easy fo Sell 
Record wartime farm production makes 
additional farm buildings essential. Right 

















distillate now, farmers are excellent prospects for 
i granaries and other farm buildings. Dierks’ 
2. Highly toxic to Lyctus “powder post” beetles. big 68-page book, ‘Modern Farm Build- 
; . ings,’’ contains 41 plans, ready to sell. Mail 
3. Easily applied. the coupon today for your sample copy. 
4. Shipped in 55-gallon returnable drums or tank cars. 0) fg E R K a 
a a * Lumber & Coal Company \ 
val Dierks Building Kansas City, Mo. cr. 4 7 
td MONSANTO MONSANTO CHEMICAL COMPANY —['Ttacise toc r ny sample copy “Motor are Bulg. QS = 
for CHEMIC LS Organic Chemicals Division 
“A A St. Louis, Missouri | Wien Bawe.......<.- eae ] 
_ Serving Industry...Which Serves Mankind | Town lh a a a ee, eS NS-3 7 
SS SS LY A a A SER Soe 6 UKE RUE ORS 
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Personal Items 


William Clancy, president and treas- 
urer of Lumbermen’s Credit Associa- 
tion, Inc., Chicago, publishers of “The 
Red Book,” passed his eighty-fourth 
birthday on April 5. Mr. Clancy, with 
a live interest in the affairs of his com- 
pany, is still active and “going strong.” 

Capt. Dana E. Smith, who was a 
member of the sales staff of the Long- 





Bell Lumber Co., Longview, Wash., 
prior to going on active duty with the 
United States Army on Feb. 20, 1941, 
has been promoted to major in the 
adjutant general’s section of the ar- 
mored corps stationed at San Jose, Calif. 

C. Davis Weyerhaeuser of Tacoma, 
Wash., department manager for the 
Weyerhaeuser Timber Co.; Clyde S. 
Martin, also of Tacoma, chief forester 
for the Weyerhaeuser company and 








STILL THUNDERING ON T 


wpe SS Renee Sy: 


7 
a7 WAR! 


Is the job of constructing troop barracks, shipbuilding docks, war plants, 
etc., completed? Shouldn’t lumber be available now;to fill our empty bins? 


Authorities say the answer is no. 


In the Continental United States 


dollar volume of construction will recede but still remain 8% above 1941. 
However, nearly three-quarters of a million Navy Seabee and Army 
Engineers are building American bases around the globe mostly with 
American materials, Total construction in 1943 will approach if not 


surpass 1942. 


Remember there is no substitute for good lumber. 


Southern Pine, for example, is excepted by steel men when they pro- 
claim steel as the cheapest structural material on a cost-per-pound or 
strength per-square-foot basis. When it is again possible to fill your 
bins, unprecedented turn-over is forecast to meet a huge unfilled back- 
log and flood tide of home building. Among the twelve money-in-your- 
pocket advantages of Essco End-Lokt Lumber are these: It gains freight 
advantages, yards in less space and simplifies your inventory. 


EXCHANGE SAWMILLS SALES CO. 


Kansas City, Mo. 


1111R. A. Long Bidg. 













Trade-Marked — Grade-Marked = 
SOUTHERN PINE « SOUTHERN HARDWOODS « PONDEROSA 
PINE « WEST COAST WOODS «+ OAK FLOORING 














April 17, 1943, AMERICAN LUMBERMAN 


George L. Drake, superintendent of 
Simpson Logging Co., Shelton, Wash., 
have organized the South Olympic 
Tree Farm Co. of Shelton, to operate 
nurseries for seedling trees. The com- 
pany is capitalized for $100,000. 

Capt. John J. LaPoint, who com- 
manded the Weyerhaeuser Steamship 
Co. Steamer Potlatch before the pres- 
ent war, has been awarded the United 
States Merchant Marine distinguished 
service medal for his successful navi- 
gation of a lifeboat with 49 survivors 
after his ship was torpedoed. Capt. 
LaPoint was widely known to Pacific 
Northwest lumbermen because _ the 
Potlatch made frequent calls at Pacific 
Northwest ports in assembling lumber 
cargoes for intercoastal shipment be- 
fore the war. Admiral Emory ‘Scott 
Land, chairman of the Maritime Com- 
mission, who signed the citation with- 
out naming the vsesel commanded by 
Capt. LaPoint, said the ship sank three 
minutes after two torpedoes struck, 
that Capt. LaPoint was dragged down 
by the suction of the sinking ship but 
fought his way to the surface and 
was picked up by a lifeboat. 

William Sampson and J. A. Ander- 
son have organized the Aldie Log- 
ging Co., Inc., to operate in the vi- 
cinity of Aberdeen, Wash. 

D. P. King, buyer for the Joyce 
Lumber Co., Omaha, Neb., was a visi- 
tor in Chicago last week. 


The old established mahogany saw- 
mill plant of Palmer & Parker Co., in 
the Charlestown District of Boston, 
Mass., which was swept by fire in Jan- 
uary, causing a loss of $200,000, is be- 
ing rebuilt as rapidly as possible and 
is expected to resume full operation by 
midsummer. 


Miss Jean Marr Bullen, daughter of 
Leslie Marr Bullen of Tacoma, Wash., 
district sales manager for the Weyer- 
haeuser Sales Co., was married March 
20 to Ensign Stanley Eugene Mc- 
Gough, United States Naval Reserve. 

George Q. Medlin, proprietor of 
Medlin Lumber Co., wholesalers, spe- 
cializing in flooring, has advised the 
American Lumberman that the office 
of the company has been moved from 
605 Broad Street, Newark, N. J., to 
Nutley, N. J. The mail address is Box 
6; telephone is NUtley 2-1880. 


The I. N. R. Beatty Lumber Co., 
retailer with general office in Morris, 
Ill., has purchased the land, buildings, 
and equipment of the Hunter Allen 
Lumber & Material Co., Marseilles, 
Ill. Evan Sexauer, who for some years 
has been accountant for the company, 
will assume management of the Mar- 
seilles yard. Officers of I. N. R. Beatty 
Lumber Co., which operates a group 
of eight yards in northern Illinois, are 
I. N. R. Beatty, president; Harvey R. 
Beatty, vice-president; C. W. Beatty, 
secretary; and Ross W. Beatty, treas- 
urer. 

Mrs. Anna McCracken of the planer 
mill of the Weyerhaeuser Timber Co. 
operation at Longview, Wash., has 
been chosen to sponsor the next dry: 
dock launching of the Puget Sound 
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Bridge and Dredging Co, The honor 
of selecting the sponsor for the launch- 
ing was given the Weyerhaeuser Tim- 
ber Co. for its service in delivering 
lumber to the drydock concern and 
women employees who had not been 
absent from work for two months or 
longer were nominated for the honor. 
The company’s absentee committee 
said selection Mrs. McCracken was 
particularly appropriate as she had a 
perfect working attendance for a year 
and a half. Mamie Brown and Edith 
Johnson, also Weyerhaeuser employ- 
ees, will be maids of honor at the 
launching. 

William G. Heeb, Jr., for many 
years secretary of The Queen City 
Sash & Door Co., Cincinnati, Ohio, is 
now associated with The Acme Sash 
& Door Co., Cincinnati, Ohio. He 
brings to his new connection a back- 
ground of nearly twenty years of ex- 
perience in the sash, door and millwork 
jobbing field. Mr. Heeb is well known 
in Ohio, Kentucky, Indiana, and Ten- 
nessee retail lumber circles. He also 
has a wide acquaintance among mill- 
work manufacturers and wholesalers. 


E. C. Atkins & Co., Indianapolis, 
Ind., has inaugurated a new direct rep- 
resentation in California by establish- 
ing its own branch office and service 
headquarters at 989 Howard Street, 
San Francisco, and has terminated its 
distributor relationship with W. W. 
Brasier Co. This makes an important 
change in its contacts with the hard- 
ware, mill and industrial saw markets 
of California and Nevada. W. L. Dav- 
ies will be manager of the new Cali- 
fornia branch of E. C. Atkins & Co., 
assisted by Charles Platek, B. B. 
Berry, and J. E. Hibbert. 

W. H. Matthews, vice-president, De- 
voe & Reynolds Co., Inc., has an- 
nounced that Kenneth H. Wood had 
been appointed executive manager of 
the company’s Painter and Mainten- 
ance Division and its newly created 
National Accounts Division. He will 
be responsible for policies and sales 
activities and will have his offices at 
the New York headquarters of the 
firm. Until recently Mr. Wood was 
director of sales and distribution of the 
Sherwin Williams Co., Cleveland, 
Ohio. 

The Madison Lumber Co, lumber 
yard and planing mill at Madison, Ind., 
were virtually destroyed by fire on 
March 31, with loss estimated at $150,- 
000, covered by insurance. John A. 
Naill is owner and manager of the 
plant. 

Shirley C. Forsey has been elected 
president of the Eureka Mill & Lum- 
ber Co., Oakland, Calif., to succeed 
the late C. I. Gilbert. §. F. Stockum 
was elected vice president, and Henry 
Haggenson, secretary-treasurer. 

W. W. Anderson of Ogden, Utah, 
president of the National Retail Lum- 
ber Dealers’ Association, was a Los 
Angeles visitor during the first week 
in April, following his attendance at a 
war conference of the Northern Cali- 
tornia Lumber Merchants’ Association 
at San Francisco on March 27. 





Ensign Lawrence J. Fitzpatrick, U. 
S. Naval Reserve, formerly sales man- 


’ 
ager of J. J. Fitzpatrick Lumber Co., For war needs you cant beat 


wholesale lumbermen at Madison, North 

Wis., is now attached to the Navy Carolina Pl i ca 

Lumber Co-ordinating Unit at New 

Orleans, La. He reported for duty in Much of our product is going for diver- 

New Orleans on March 6, after com- sified war needs. Noted for its fine, 
- sigea ; ‘ soft texture in years past, North Caro- 

pleting his indoctrination at Harvard lina Pine is still tops with users. 


University, Cambridge, Mass. 


Visitors from a distance renewing 
contacts with customers in consuming U U 


areas of Baltimore are few and far 


between. One of the few to visit there Land & Lumber Company 
recently was Walter Simmons of the LYNCHBURG, VA. 
gage Cypress Co., Jacksonville, Kiln Dried, Grade Marked N. C. Pine. 
a., who called on Arthur V. Char- R. R. Material a specialty. Car Linin 
shee, Arthur V. Charshee & Son, and and Decking. Mills in Va. and N. 














Converting old-type kilns to Moore Cross-Circulation system enabled Miller & 
Co., Selma, Ala., to season lumber promptly. In addition. they have reduced 
drying costs and improved quality of seasoning. 


Moore System Increases 
Output of Present Kilns 


Using Existing Kiln Buildings and 
(Requiring Little Extra Metal Equipment) 


You do not have to build new kilns to increase drying 
capacity or improve quality of seasoning. Converting your 
old-type kilns to Moore Cross-Circulation System enables 
you to use existing kiln buildings and metal equipment. 


The Moore System increases drying capacity 30 to 50%, 
reduces steam, fuel and stacking 
costs, and improves quality of 
seasoning. 

Convert your old-type kilns to 
Moore System and let it pay for 
itself. Write today. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 


JACKSONVILLE, FLORIDA 
NORTH PORTLAND, ORE. 
VANCOUVER, B. C. 


MOORE J)RY KILNS 
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Years of Specialization in Fine Frame Manufacture 


are of Genuine 


peck of BFAGIey=-Miller Frames write rine 


TIME has proved the surpassing scientific seasoning, _ precision 
quality of these superfine frames; manufacturing. We also furnish 
proved their strength, endur- Ponderosa Pine frames of same 
ance, weather-tightness, their manufacture and grade as the 
freedom from shrinking, warp- Genuine White Pine. For re- 
ing, swelling. Made in a mod- pairs and remodeling, as well 
ern factory, wood and work- as for new buildings, B. M. 
Vg manship are the BEST. Here is Frames fill the bill. 


BRADLEY-MILLER & COMPANY, 


Telephone 7812 Bay City, Michigan 


“=. W. Jones, 9906 Indian Lane, Silver Spring, Maryland. 
‘Yet Eastern Representative 











Crops and Harvests 


We have a good crop 
coming on this year. Some 
of it we have been watch- 
ing grow for more than forty 
j years..... Ours is a timber 
crop. Unlike most other crops, it perpetuates it- 
self. Seedlings spring up when stands are prop- 
erly logged or thinned. 

Certain trees are weeded” out. 
Others are ‘‘cultivated’’—that is, 
protected against fire and other 
harmful elements and let grow. 
Yes, our crop is doing fine. 

After the fall comes—the fall of 
the Axis—there will be a “harvest’’ 
of this crop then too. Even though right now we 
are ‘straining at the traces’ to provide forest 

TR a products such as our 
armed forces may 
need, come peace, 
there will be lots of 
that good Kirby lum- 
ber made for normal 
pursuits again. 


KI LUMBER 
CORPORATION 











Yellow Pine Southern Hardwoods 
"A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 














conferred with him about conditions in 
Baltimore and in Florida. Mr. Sim- 
mons told about trouble over scarcity 
of labor and said logging has been 
much interfered with. 

Farrier Penberthy, son of Paul Pen- 
berthy of Penberthy Lumber Co., Los 
Angeles, Calif., has been assigned to 
duty in Texas, following his gradua- 
tion as a lieutenant in the Army Air 
Force at Mather Field, Calif., on 
March 6. 


Garland Gray, head of the Gray 
Lumber Co., Waverly, Va., has an- 
nounced his candidacy for re-election 
to the Virginia State Senate subject 
to the Democratic primary in August. 
Senator Gray was elected to the senate 
in 1941 to fill an unexpired term. 

H. A. Crane, president of Dealers’ 
Warehouse Supply Co., Baltimore, 
Md., and president of National Asso- 
ciation of Commission Lumber Sales- 
men, has returned to Baltimore from a 
trip in the South which took him as 
far as New Orleans, La., and gave 
him an opportunity to visit a number 
of mills and get information about 
conditions of supply. 

George F. McArthur is president 
and C. R. Buchanan, secretary and 
manager, of Monarch Lumber Co., 
Oakland, Calif., a new retail firm with 
offices at 525 Insurance Building and 
yard at 4621 Tidewater Avenue. 

Carl W. Bahr, manager, California 
Redwood Distributors, Inc., Chicago, 
was a recent visitor at the Scotia and 
Samoa, Calif., mills of The Pacific 
Lumber Co. and the Hammond Lum- 
ber Co. 

George M. Lamb, proprietor of G. 
E. Lamb & Son, lumber yard at 
Marshall, Mich., has sold the yard to 
Louis E. Legg of Coldwater, Mich. 
Mr. Legg, who also owns lumber yards 
in Albion, Mich., and Angola, Ind., 
will take possession as soon as an in- 
ventory of the stock and equipment is 
completed. 

Purdue University, Lafayette, Ind., 
announces the appointment of E. W. 
Stark as Associate Professor of For- 
estry. As chief of the forest products 
division of the Texas Forest Service, 
Mr. Stark has been engaged in wood 
utilization and wood products research. 
The department of Forestry and Con- 
servation at Purdue University, recog- 
nizing the increasing importance of 
hardwood utilization and wood prod- 
ucts in both war and peace time, is 
expanding the research and teaching In 
this field, and Mr. Stark will be in 
charge of this new work. 

Henry Disston & Sons, Inc., Phila- 
delphia, Pa. has named George A. 
Slacke as manager of sales, industrial 
division, with headquarters at the home 
office in Philadelphia. Mr. Slacke, who 
has been associated with Disston for 
twenty-seven years, formerly was sales 
manager of the western division. 
Morris R. Scott, who was formerly 
office manager and salesman at the 
Portland branch and has been a Diss- 
ton man for seventeen years, succeeds 
Mr. Slacke as sales manager of the 
western division, 
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Father and Son 


Greet the Kendalls, father and son, 
both doing outstanding war jobs in their 
respective spheres. The younger and 
uniformed is Lieut. Curtis Kendall, Corps 
of Engineers. The other is the lieuten- 
ant’s father, H. P. Kendall, president 
Creo-Dipt Co. Inc., North Tonawanda, 





H. P. Kendall and Lt. C. Kendall 


N. Y., and president Weatherbest Corp. 
A second son, Herbert P. Kendall, Jr., is 


in the Army Air Force Pre-Flight 
School. 
Lieut. Kendall, associate advertising 


manager of Creo-Dipt before his induc- 
tion into the Army, came up the hard 
way from buck private through OCS to 
his commission. 

In a recent letter to his parents he 
wrote: “The major, with no advance 
warning relieved me of my platoon, and 
assigned me as battalion motor officer. 
I don’t know a spark plug from a gener- 
ator, or transmission grease from oil 
lubricant. I did find out out the hard 
way that there are 70 octanes of gas 
in a garrison truck fuel, that emergency 
vehicles take 77, and combat cars 92. 
My motor pool is set up in the stables, 
and I wander around wondering what’s 
going on, and thanking God that I have 
a few mechanics and motor sergeants 
who know what they are doing. I’m 
beginning to pick up a few points here 
and there. 

“Going out on the train I was jubilant 
with the thought that all I had to worry 
about was getting the trucks off the train 
upon arrival at our destination. Coming 
in at seven in the evening, I hopped off 
the train to find the major there again 
with the good news that I was also bat- 
talion mess officer. Unload the trucks, 
get them over to the mess cars, haul 
equipment and rations to the mess hall, 
set that up, get ice, coal and feed—and 
have it ready by eight. It was ready. 

“Don’t think I am crazy or shooting 
a lot of bull, but starting next week I 
Tun a heavy equipment school, teaching 
the hoys how to run dozers, air com- 
Pressors, shovels, etc. But again I am 
all fixed. I have sergeants that are spe- 
Clalists at that. All I have to do is plan 
It, coordinate it and look wise. .. .” 

On the home front, H. P. Kendall, in 
addition to making every effort to execute 
as far as possible all orders from dealers 
and distributors for Creo-Dipt and 
Weatherbest stained shingles and shingle 





stain, has taken on the operation of a 
war industry for the duration, and is 
matching his son in licking new problems 
and working long hours. 


Lumber Drying Conference 


A number of mill operators from 
Washington and Oregon, as well as some 
army officers, attended a three-day con- 
ference on the proper methods of drying 
lumber for use in airplane construction 
which was held in Longview, Wash., 
April 1, 2, and 3. The meeting, lumber- 
men indicated, presages a greatly ex- 
panded use of lumber in aircraft building 
in the United States. Karl Loughborough, 
senior engineer at the Forest Products 
Laboratory, Madison, Wis., conducted 
the meetings. 


Elucidation 


The state of Washington’s tree farm- 
ing industry, which began on 130,000 
acres in Southwest Washington some 
two years ago, has expanded until today 
Washington boasts some 2,000,000 acres 
in tree farms, according to Roderic 
Olzendam of Tacoma, Wash., public re- 


lations director for the Weyerhaeuser 
Timber Co. The nation as a whole has 
approximately 7,009,000 acres in tree 


farms, according to Mr. Ozlendam, who 
pointed out that some readers may have 
gained the impression, from a recent talk 
that he made before the Tacoma Bar 
Association, that the 7,000,000 figure 
which he used at that time was intended 
to refer to Washington’s tree farming 
industry. 


Appointed Acting Manager 

The appointment of Chester E. Priest 
to the position of acting manager of the 
lumber division of 
The Red River 
Lumber Co. rounds 
out twenty-eight 
years of service by 
Mr. Priest with the 
Westwood, Calif., 
organization. After 
seven years with 
the Fresno Flume 
& Lumber Co, 
Shaver, Calif., as 
accountant and as- 
sistant general 
manager from 1908 
to 1915, Mr. Priest came to Westwood 
Feb. 1, 1915 as office manager. With Red 
River he has been general auditor, man- 
ager of credits and insurance, and man- 
ager of the company’s outside yards. In 
1940 Mr. Priest became assistant man- 
ager of the lumber division, and when 
T.S. “Ted” Walker entered the U. S. 
Navy as lieutenant, he was appointed to 
take over Mr. Walker’s duties as manager. 


C. E. Priest 


Alams 

(Continued from page 45.) 
the Army on March 1 and has been 
assigned to a glider division. Joe Mc- 


Kenzie was appointed a delegate to the 
Northeastern Salesmen’s Conference. 
Secretary Ed DeNike of the New Jer- 
sey Lumbermen’s Association, an honor- 
ary member of ALAMS, was present 
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REG. U. S. PAT. OFF. 


SAMSON SPOT 


SASH CORD 










at Se Eman 


REG. U. S. PAT. OFF. 


The Most Durable Material 
for Hanging Windows 


By specifying and using Samson 
Spot Cord for hanging windows, 
with suitable weights and pul- 
leys, you obtain perfect balance 
by a time-tested method, You also 
guard against the use of inferior 
unidentified cord. 


SAMSON CORDAGE WORKS 


Boston, Massachusetts 
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Modernized . . Beautified 


BUFFALO'S 
FRIENDLIER HOTEL 


Today, you'll enjoy your stay at 
Hotel Lafayette more than ever! 
Extensively remodeled and redec- 
orated. Moderate rates. Single, 
$2.75 up; Double, $4.50 up; spe- 
cial rates for 4 or more. Folder Z. 


ot LAFAYETTE 


BUFFALO, N.Y.= 


Keely MANAGER 











SUGAR & WESTERN 
PINE AGENCY 


SUGAR Ss 
PINE 


Shop 
California Ponderosa Pine- 
Mouldings and Cut Stock 
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GILLIES BROS. Ltd. 


BRAESIDE, ONTARIO, CANADA 


tise WHITE. PINE ices 


Genuine STROBUS) 


Air-Seasoned e Water-Cured 


For 100 years, 1842-1942. Capacity 30 million ft. annually 
Members N. W .L. D. Assn. 
DRY STOCK--ROUGH or DRESSED. Prompt Shipment 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIM FACT 
YARD esTocK - j CLEARS. 
SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 31 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 

















LA GRANGE, GA. 








Idaho -- 


WHITE PINE Ponderosa -- 


Also California White 


and Sugar Pine 
Fir Wallboard Wav 28: products 
William Schuette Company 
Office 41 East 42d St. PITTSBURGH, PA. 





Change Your Saws to Simonds 


KL F, 3, or 2', 


Dp etpense, and no saw trouble 


inserted tooth. Cut more lumber at less 
Saw returned 2nd day as 


SAVE on 2", 


a new one, at about '; 


the cost of new 


edger sawn, alse on solid and trimmer saws 


J. H. MINER SAW MFG. CO., Meridian. Miss. 


DYKE BROS. 


Mfrs. and Jobbers of Building Materials 


Little Rock, Ark. Dallas, Texas 

Fort Smith, Ark. Texarkana, U. S. A. 

Oklahoma City. Okla. Memphis, Tenn. 

Kansas City, Mo. Chattanooga, Tenn. 

Joplin, Mo. New Orleans, La. 

Shreveport, La. Birmingham, Ala. 
Houston, Texas 
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Consulting Forester 
JAMES W SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block 
Established 1910 Port Arthur. Ontario 
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and took an active part in the discussion, 
which centered around priorities and the 
salesman’s job of selling in a war time 
economy. 

The next meeting will be held on May 
10 at the Newark A. C. 


Southeast Missouri 
Will Meet 

The Southeast Missouri Retail Lum- 
ber Dealers’ Association will meet at the 
Marquette Hotel in Cape Girardeau, Mo., 
on April 29. The serious difficulties that 
confront the lumber business add greater 
importance to this meeting than any ever 
held before, says W. T. Nethery, secre- 
tary, and an excellent program is being 
arranged. The advice and suggestions of 
outstanding authorities can not fail to 
bring practical benefit to retailers who 
attend this meeting. 


B. C. Manufacturers Elect 

Henry J. Mackin, Canadian Western 
Lumber Co., Ltd., Fraser Mills, B. C., 
has been re-elected as president of the 
British Columbia Lumber & Shingle 
Manufacturers’ Association. T. H. Wil- 
kinson, Vancouver, continues as secre- 
tary. B. M. Farris, Bloedel, Stuart & 
Welch, Ltd., Port Alberni, continues as 
vice-president, and J. O. Cameron, 
Cameron Lumber Co. Ltd., Victoria, is 
second vice-president. 


Dealers 


Obituaries 


‘IRST LIEUT. KENT E. 
U. S. Army Air Corps, 
of G. Ed Leader, 
Craig Mountain Lumber Co., 
ter, Idaho, was killed in 
flying over Naples, 
Italy, Dee. 11, 1942, 
when his plane 
was shot down in 
a raid in the Med- 
iterranean area, 
according toa 
telegram received 
by Mr. and Mrs. 
Leader on March 8 
from the Adjutant 
General of the 
United States. The 
telegram was the 
sad ending of 
months of hope 
and suspense on 
the part of Mr. 
and Mrs. Leader 
following receipt 
of news dispatches that their son’s 
plane had been shot down in enemy 
territory and some of its crew were 
prisoners of war. Lieut. Kent was a 
junior at the University of Idaho when 
he enlisted in the army air corps in 
July, 1941. He received his wings at 
Luke Field, Phoenix, Ariz., in February, 
1942, with his father and mother pres- 
ent; it was the last time his parents 
saw him. Trained and commissioned 
as a pursuit pilot, he was transferred 
to bomber service and was co-pilot of 
a B-24 Consolidated Bomber, also called 
the Liberator, at the time of the 
tragedy. He went into active combat 
service in July, 1942, and was one of 
those to receive a decoration for meri- 
torious achievement and 100 hours of 
combat duty, the award being made a 
few days after he was reported “mis- 
sing in action.” 

A tribute, written by Lieut. Leader's 
uncle, Phil W. Pratt, resident sales 
manager of Potlatch Forests, Inc., Lew- 
iston, Idaho, whose two sons are now 
training as air cadets, appears on page 
11 of this issue. 


MRS. IDA NETTLES BAGNAL, 76, 
died on March 30, after having been in 
declining health for two years and 


LEADER, 
23 and only child 
assistant manager of 
Winches- 
action while 





seriously ill for five weeks. She is sur. 
vived by a daughter and four sons, two 
of whom are connected with the lumber 
industry, Mallard R. Bagnal, Bagnal- 
Nettles Builders Supply Co., Columbia, 
S. C., and an organizer of the Carolina 
Lumber & Building Supply Association; 
and Luther N. Bagnal, lumber whole- 
saler of Winston-Salem, N. C. 


MRS. EMILIE BLIFFERT, 79, widow 
of John Bliffert, business manager of 
North Side Lumber & Fuel Co., Milwau- 
kee, Wis., and mother of John P., pres- 
ident of that firm, and of Everet H, 
also identified with the company, died 
at her home in that city on March 29, 
following a month’s illness. Four 
daughters also survive. 


SEARS WILSON CABELL, 66, founder 
and head of the Federal Lumber Co, 
Cleveland, Ohio, died at a hospital there 
on March 26, after an illness of four 
months. He was a descendant of a 
noted colonial family of Virginia, and 
after graduating from Harvard Uni- 
versity, started his career as tutor to 
the children of William James, noted 
philosopher. He taught at _ several 
schools before organizing the Federal 
Lumber Co. Mr. Cabell was a devoted 
student of history, particularly the 
Civil War period. Surviving are his 
widow, three daughters, a son, and 
three grandchildren 

CHARLES C. COOLBAUGH, 68, for 
the last 35 years president of C. C. 
Coolbaugh & Son Co., wholesalers of 
millwork with headquarters at Glou- 
cester City, N. J., and Philadelphia, Pa., 
died Feb. 28 at a hospital in Philadel- 
phia. Mr. Coolbaugh’s father founded 
the company in 1889. The company had 
membership in several national, re- 
gional, and local associations. Mr. Cool- 
baugh was fond of boating, yachting 
and horses. He is survived by his 
widow and a daughter. 


MRS. J. C. DIONNE, wife of J. C. 
Dionne, publisher of The California 
Lumber Merchant and The Gulf Coast 
Lumberman, died at her home in Hous- 
ton, Tex., on March 28, after a linger- 
ing illness. Besides her husband, three 
daughters survive. 


DODDS, 


MILTON N. vice president 
and secretary of Dodds Lumber Co., 
Omaha, Neb., died at a hospital there 


on March 29. He had been an executive 
of the firm since 1917. He is survived 
by his widow and two daughters. 


GEORGE EMSLIE, 43, 
the Stained Shingle 
haeuser Sales Co., with headquarters at 
St. Paul, Minn., died suddenly of a 
heart attack March 29 at Weehawken, 
N. J., shortly after his arrival at his 
former home to attend the funeral serv- 
ices of his father. Mr. Emslie was en- 
gaged in the retail lumber business In 
New Jersey for several years, following 
which he represented Weatherbest in 
the New England States when stained 
shingles were first put on the market. 
He became affiliated with Weyer- 
haeuser when the company bought the 
Edham Kolorite plant, St. Paul, and in 
1935 took charge of production and 
sales. He was a powerful athlete in 
his college days and after graduation 
played professional football with the 
Chicago Cardinals. Surviving are hi* 
mother, who resides at Weehawken, 
his widow, a son, and a daughter. 


W. S. GREGG, retired wholesale lum- 
ber dealer of Zanesville, Ohio, died 
March 29 following a lingering illness. 
He had served three terms in the State 
legislature. Surviving are his widow, 
a son, two sisters, and a brother. 


manager of 
Division, Weyer- 


EDWARD A. HAMAR, 74, co-founder 
and president of the Hamar-Quandt 
Co., Houghton, Mich., since it was oF 
ganized in 1924, died March 31 at his 
home in Chassell, Mich., after an illness 
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of about two months. Mr. Hamar 
started his lumber career with the Saw- 
yer, Goodman Lumber Co., Marinette, 
Wis., in 1889, later becoming general 
manager of the Worcester Lumber Co., 
Chassell. In 1924 he and the late Albert 
W. Quandt founded the Hamar-Quandt 
Co., Which later expanded with 
branches in Laurium and Ontonagon. 
Mr. Hamar was active in various asso- 
ciations, was a civic leader and a 
pooster of the Copper Country. He was 
a past president of the Northern Hem- 
lock & Hardwood Manufacturers’ Asso- 
ciation, and had been a member of the 
board of directors of the National Lum- 
ber Manufacturers’ Association for sev- 
eral years. He was considered an 
authority in the central west on the 
grading of hardwoods. Surviving are his 
widow, two sons, Kenneth Hamar of 
Ontonagon and John N. Hamar, secre- 
tary-treasurer of Hamar-Quandt Co., 
Houghton, Mich. 


CLAY HANNA, 68, of Hanna Manu- 
facturing Co., Athens, Ga., maker of 
lumber products, including baseball 
bats used in the major leagues, died 
March 19 after an illness of two weeks. 
He is survived by his widow, a son, and 
a daughter. 


EDWARD S. HOBART, 66, owner of 
the Hobart-Mathews Co., Indianapolis, 
Ind., died March 29 of a heart attack 
in his automobile after he had stopped 
itat a street intersection in that city. 
He had been in ill health three years. 
His widow and two sons survive him. 


LAWRENCE B. HOLLAND, 54, presi- 


dent of the Holland Lumber Co. of 
Omaha and Lincoln, Neb., and district 
War Production Board chairman, died 
March 380 at his home in Omaha. He 


had been ill only a month. He is sur- 
vived by his widow, a daughter, and 
two sons, 


ARTHUR REAMY JOYCE, 59, district 

sales manager of Wood Preserving Di- 
vision of Koppers Co, passed away from 
a heart attack at Marietta, Ohio, on 
April 7, after a brief illness; he main- 
tained his home at Wayne, IIl, near 
Chicago. Mr. Joyce was active for 
many years as vice president of Joyce- 
Watkins Co., Chieago, in tie, timber 
and wood preserving industries. Mr. 
Joyce was regarded as an authority in 
the wood preserving and coal mining 
industries and wrote many treatises on 
the economics of treated timber in 
mines. Surviving are his widow, a son, 
and a daughter. 
B. L. KIDD, 51, owner of Peytona 
Lumber Co., Logan, W. Va., died March 
30 at his home at Mitchell Heights, 
hear that city. He is survived by his 
widow and two daughters. 


LAURENCE KELLEY LOFTIN, 52, 
“ice president and treasurer of the 
Lane Co., Ine., Altavista, Va., died at a 





hospital in Lynchburg April 5. He had 
been associated with the Lane Co. since 
1915. In addition to his widow and a 
son, he is survived by two sisters and 
three brothers. 


GEORGE ERNEST WILLIAM 
- EHRMANN, 74, who, with his father, 
‘harles F. Luehrmann, organized the 
Charles F. Luehrmann Hardwood Lum- 
er Co. in St. Louis, Mo., in 1890, died 
April 9 in that city. In 1896 the com- 
bany became interested in the Indiana 
“ Arkansas Lumber & Manufacturing 
¥0., Marianna, Ark., and a few years 
‘ater sole owners of that company. 
These interests were disposed of in 
‘319, and the company thereafter con- 
‘entrated on the wholesale yarding of 
iardwood lumber in St. Louis and con- 
‘nued this business until Jan. 1, 1929, 
at Which time George E. W. Luehrmann 
=e his two brothers sold the yard 
*usiness to the remaining stockholders, 
who organized the Fry-Fulton Lumber 
°% and continued the business. Mr. 
luehrmann took an active part in lum- 





ber association work, industry organi- 
zation and problems. He is survived by 
his widow and his two brothers, Ed. 
H. Luehrmann and A. D. Luehrmann. 


WENDELL COLLIDGE McCALL, 41, 
head of the McCall Lumber & Coal Co., 
Hillsdale, Mich., died March 21 follow- 
ing an emergency appendectomy the 
previous Wednesday. Mr. McCall was 
prominent in the community life of 
Hillsdale. Survivors include his widow, 
a daughter, a son, and his mother. 


JOHN A. NEWLIN, 71, for many 
years chief of the division of timber 
mechanics at the United States Forest 
Products Laboratory in Madison, Wis., 
and an authority on the use of wood 
as an engineering material, died at a 
Madison hospital on March 27. He had 
retired from the laboratory staff only 
four weeks prior his death, after com- 
pleting 39 years of research work 
there. Because of the critical need for 
his knowledge, his compulsory retire- 
ment at the age of 70 in February, 
1942, had been deferred by _ special 
presidential authorization. Mr. Newlin 
developed basic test methods and ma- 


chines. He was recognized as an au- 
thority on the design of wood air- 
craft, and during the past decade a 


system of prefabricated plywood house 
construction was developed under his 
direction. 


CHARLES COLLINS PARKER, 75, of 
Charles C. Parker & Sons, Proctorsville, 
Vt., died at his home there March 21, 
after a short illness. In addition to his 
lumber interests, Mr. Parker held sev- 
eral town and village offices at the 
time of his death. His two sons, State 
Senator Richard P. Parker and Ralph 
O. Parker, survive. 


FENWICK L. PECK, 88, retired pres- 
ident of the United States Lumber Co., 
Scranton, Pa., died March 31 following 
a long illness. Mr. Peck was his 
father’s assistant in the lumber busi- 
ness until he was 22 years of age, when 
he founded the Lackawanna Lumber 
Co., which developed extensive lumber 
holdings in Potter County. He acquired 
large tracts of longleaf yellow pine in 
Mississippi, and later his company took 
over control of the J. J. Newman Lum- 
ber Co. and later formed the Homochito 
Lumber Co. In 1899 Mr. Peck assisted 
in organizing the Cherry River Boom 
& Lumber Co., which purchased large 
timber tracts in West Virginia and 
erected a mill there. In 1901 the Lacka- 
wanna and Newman companies were 
combined into one corporation, The 
United States Lumber Co., with capi- 
talization of $5,000,000. Mr. Peck was 
also a prominent local industrialist and 
banker. He was an ardent world trav- 
eler. He is survived by a daughter, a 
sister, and four grandchildren. 


JOHN J. RUMBARGER, 77, a former 
president of the Eastern Lumber Sales- 
men’s Association, died in a hospital in 
Philadelphia, Pa., on March 23. He re- 
tired three years ago, after having 
served as Philadelphia district mana- 
ger for the Babcock Lumber Co. of 
Pittsburgh for thirty years. Surviving 
are four sons, two daughters, and two 
sisters. 


MRS. LILLIAN WILDES SAWYER, 
70, widow of the late Frank D. Sawyer, 
who long was executive head of Palmer 
& Parker Co., Charlestown, Mass., died 
at her home in Arlington, Mass., on 
April 7. Surviving is a daughter, Mrs. 
Bernard O. Gerrish, wife of the present 
president and general manager of Pal- 
mer & Parker Co. 


WALTER H. SMITH, 50, proprietor 
of Walter H. Smith, Inc., Dayton, Ohio, 
died suddenly of a heart attack on 
March 21, while attending the deg field 
trials at Findlay, his dog having just 
finished competition in an event. His 
widow, a son, his mother, and two 
brothers survive. 
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We Are Now in position to furnish 


"Victory" Grade 
Oak Flooring 


in addition to regular length oak 
flooring, also 4/4 oak dimen- 
sion, either finished or semi- 
finished. Also solicit commer- 
cial kiln drying. 





W. R. Wrape Stave Co. 


Pest Office Box 182 
Little Rock, Arkansas 








Available Immediate Shipment 


BIRCH 


4/4xRW&L No. 1 Common 


ee ee: 20,000’ 
4/4x10” & wider No. 1 
Common Dry .......... 20,000’ 


6/4x12” & wider Ist & 2nds 
D 


10,000’ 
10,000’ 


To industrial users have facilities 
for furnishing on priority orders:— 
* Yellow Pine Finish and Timbers 
* Northern Hardwoods 

* Ponderosa and Sugar Pine 

* Western Red Cedar 


Send us your inquiries 


BOEHM-MADISEN 
LUMBER COMPANY 


General Offices: 
161 West Wisconsin Avenue 
Milwaukee, Wisconsin 














For greater protection from the elements, use 


DANDUX TARPAULINS 


Consult our nearest office on your requirements of 
anything made of canvas. Prices, details on request. 


C. R. DANIELS, INC. 


Manufacturers of Everything of Canvas 
NEW YORK CHICAGO DALLAS LOS ANGELES 
Boston Cincinnati Detroit Philadelphia 
Buffalo Cleveland Newark Pittsburgh 

Cotton Duck Mills: Daniels, Md. 


Offices in Other Cities 














W.T.SMITH LUMBER C0. 


DWO I 


Li YY 











ADVERTISING 





How to Figure Costs for Advertising 
In Classified Department 


ie ME cn secreuseunenuceus 30 cents a line 
Two consecutive issues ......55 cents a line 
Three consecutive issues ....75 cents a line 
Four consecutive issues ....90 cents a line 
Thirteen consecutive issues.......$2.70 a line 


Twenty-six consecutive issues ..$5.40 a line 


Remittance to accompany the or- 
der. No extra charge for copy of 
paper containing advertisement. 
Copy must be in this office on Mon- 
day prior to publication date. 

Five or six words of ordinary 
length make one line. 

Count in the signature. 
counts as two lines. 

Extra white space figured at line 
rate. 

Heading to be in bold face caps. 

One additional line of light face 
caps permitted in first 14 lines of 
copy, and in each 7 lines thereafter. 

One inch space advertisement is 
equivalent to 14 lines. 


Heading 





TOO LATE TO CLASSIFY 








CARPENTERS APRONS 
Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolia Minn. 


TIMBER APPRAISER 
T. B. LONGWELL, Cloudcraft, N. M. 
Thirty years experience in New Mexico and 
Arizona timber. 
ATTENTION BUYERS OF— 
BUILDERS AND SHELF HARD- 
WARE contemplating a visit to New 





York City. NO PRIORITIES NECES- 
SARY! Nationally known brands 
in stock for immediate delivery! The 
largest and most complete assort- 
ment in the country, consisting of 
locksets for store, front and inside 


doors, steel and bronze butts, chrome 
cabinet hardware, and thousands of 
miscellaneous items too numerous to 
mention. Also mechanics’ tools and 
many of the most critical and hard 
to get items you may just be looking 
for. For additional information write, 
Address ‘‘D-82", 
American Lumberman. 


Wanted—EMPLOYEES 


MILLWORK SALESMAN 


Competent millwork salesman familiar with 
buying, pricing and selling millwork; who 
is thoroughly experienced, energetic and 
ambitious to make a profit for his employer. 
Position offers good opportunity for man to 
build for himself a large department of 
which he will have complete charge. Posi- 
tion is on Atlantic Seaboard near nation’s 
Capitol. Man must be outside draft age. 
Answer in detail by letter in own hand- 
writing, stating all qualifications and salary 
expected. 

Address 


HARDWOOD LUMBER INSPECTOR 














“E-40", American Lumberman. 





For well established Hardwood yard; per- 
manent work and chance for advancement 
for right man. 

Address “E-47’’, American Lumberman. 





ASSISTANT YARD FOREMAN 
Must be over draft age. Have three-room 
modern apartment over office available for 
man and wife, no children. State age, ex- 
perience, nationality, church, pay expected. 


Do not apply unless you are energetic and 
ambitious. 
HOME LUMBER AND SUPPLY CO. 
Rockford, Tllingis 









60 


Wanted—EMPLOYEES 





Wanted—EMPLOYMENT 








WANTED 

Experienced logging and sawmill supervisor 
who can look after several small mill op- 
erations. Give age, experience, education, 
references, salary expected, etc. A good op- 
portunity for the right man. WOOD LUM- 





BER COMPANY, Birmingham, Ala. 
WANTED 
Man, draft exempt, with car, to supervise 


roofing application. Lumber yard experi- 


ence preferred. 


Address ‘“‘E-61"’, American Lumberman. 





SUPERINTENDENT 

For Woodworking Plant employing ap- 
proximately 35 men. Must be alert to and 
trained in new methods, new woodworking 
machines, time studies, cost work and pro- 
duction scheduling. Our plant normally en- 
gaged in Special Architectural Woodwork 
but now ninety percent on war work, Per- 
manent employment contemplated. Make 
application in your own handwriting, giving 
age, draft standing, education, experience, 
whether now employed and how soon your 
services are available. 

Address “E-64’’, American Lumberman. 





MANAGER WANTED 
For medium size yard in southern Wiscon- 
sin. Must have sales ability and be able 
to handle help. 
Address ‘‘E-68"’, 


American Lumberman. 





SHOP FOREMAN 

Want experienced Shop Foreman—one that 

can get production. Give history of employ- 
ment and amount of pay expected. 

J. F. TOWNSEND, Townsend Sash, 


J. Door 
& Lumber Co., Lake Wales, Florida. 





WANTED 
Capable yellow pine and oak Inspector over 
44. Also planing mill Foreman and Filer. 
Southern Missouri. 
Address “E-70", 


American Lumberman. 





WANTED 
All around retail lumberman, 
relieve owner. Defense 
Address “E-76"’, 


competent to 
city southern Mich. 
American Lumberman. 


Wanted—EMPLOYMENT 


EXPERIENCED LUMBERMAN 














Lumberman thoroughly familiar with all 
branches Pacific Coast lumber industry in- 
cluding rail, cargo and export, well and 


favorably known to most manufacturers and 
dealers, offers services buying and expedit- 
ing. Available about May Ist. 

Address “E-73", American Lumberman. 





HEAD SAWYER 
25 yrs. experience; 8 yrs. with Soperton 


Lumber Co. Can furnish first class refer- 
ence. 
A. A. VACHON, Soperton, Wisconsin 





ARE YOU INTERESTED? 
Millwork Executive — under 40 — aggressive 
with initiative and imagination—15 years 
experience—production—inventory control— 
cost analysis—sales management—personal 


contacts of long standing with highest 
caliber millwork jobbers in middle west. 
Interested in representing manufacturer of 
high grade millwork and associated lines. 
Willing to spend part time at plant—Post 
war position considered — confidence ' re- 
spected. Will not reply to sales agencies. 


“E-62'’, American Lumberman. 
ACCOUNTANT—OFFICE MANAGER 
Expert tax man. Lumber experience. Good 
business promoter. Any location. SR. 
STOKKA, 3619 N. Lavergne, Chicago, Il. 


COMPETENT HARDWOOD INSPECTOR 


Address 








Wants employment. Can report immedi- 
ately. 
Address “E-65", American Lumberman. 





* MANAGER OR ASSISTANT 
380 years experience manufacturing for 
wholesale distribution. Can take complete 
charge of logging, manufacture and selling. 





Available May 15; can go anywhere; A-1 
references. 
Address “E-72”, American Lumberman. 
SALES MANAGER—BUYER 


Do you want a sales manager who knows 
manufacturing and markets—a man who 
has proved his ability in personal road sell- 
ing, as well as handling a large crew of 
salaried salesmen and large groups of com- 
mission men & wholesalers in selling over 
60 million ft. per year? Do you want a 
lumber buyer who knows mills of the South 
—knows their operation, their grades and 
shipping record? 

Such a man is available for immediate 
employment. Let him give you his record. 

Address “E-82,"" American Lumberman. 





POSITION WANTED 
As traveling Auditor or Buyer for retail 
lumber company. Years of experience and 
will furnish good references. 





WANTED MANAGEMENT 
Thoroughly competent retail lumberman, 
Fully qualified all phases retail business, 22 
years exp.; age 43; married; A-1 ref. 
Address ‘E-84'’, American Lumberman. 


LUMBERMAN AGE 50 

25 years lumber experience, chief account- 
wnt, office and sales manager. Several years 
owner retailing. Desires permanent connec- 
tion southern states. Business recently sold. 
What have you? 
Address ‘‘E-81’’, 


Wanted—USED MACHINERY 


BOXBOARD MACHINERY WANTED 
We are in the market for nailing machines 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen 
Johnson or Morgan Matchers. Edge Trim- 
mers, Squeezers and Band Resaws, and any 





American Lumberman. 




















other box equipment used in box working 
factories. 
Address ‘E-78’’, American Lumberman. 
WANTED 
Duplex Steam Pumps any size, and Deep 


Well Pumps. What do you have to offer? 
INDUSTRIAL SUPPLY & EQUIPMENT CO., 
NC. 
Canal Building, New Orleans, La. 
WANTED 
Portable cross-cut saw with gasoline engine, 


to cut logs up to 40” in diameter. Must be 
in good condition. 








Address ‘“‘E-59’’, American Lumberman, 
WANTED 
In good operating condition: double ten- 


oner, double cutoff, multiple boring, single 
boring, high speed router, hand router, mul- 
tiple panel press, spread equipment, lumber 
buggies, factory trucks, fan, pipe, collector, 
monorail, disc sanders (4 speed), belt sand- 
ers, gas hoist. New or used. Send list, full 
information. AA-1 priority. 
NORWOOD LUMBER CO. 





Mountain Grove, Missouri 
WANTED 
Combination Band Rip & Resaw, complete 


with motor, starting equipment and blower. 


4” to 8” blade. Urgently needed for com- 
pletion of war work. 
Address ‘‘E-74’’, American Lumberman. 





WANTED 
Small Tractor, crawler type, with or without 


winch. Power unit internal combustion type 
approx. 50-60 HP. Resaw, band, Fischer 
No. 1 or 2. Surfacer, double American 
No. 45 with rd. hds., sec. roll & chip. 


_Address ‘‘E-77’’, American Lumberman. 
CIRCULAR OR BAND RESAW 

Must be in A-1 condition. JAKOBE LUM- 

BER CO., Mankato, Minn. 


WANTED TO BUY 
20 to 30 Ton Locomotive Crane. 
10 to 20 Ton Gas Locomotive. 
1.000 GPM Underwriters Fire Pump. 
15,000 to 20,000 Gal. Oil Tank. 
THE DARIEN CORPORATION 
49 East 41st St.. New York. 


Wanted—RETAIL LBR. YARDS 


WANTED: RETAIL LUMBER YARD 
Lumber yard in good community. Give Par 
ticulars as to inventory and price. 

Address ‘‘E-79,"” American Lumberman. 


Wanted—LBR. & DIMENSION 
meee — 
WANTED FOR CASH 
Entire lumber yard stocks. 
BISSELL WRECKING CO. 


7834 W. Grand Ave., Elmwood Park, Ill. 
Phone: Elmwood Park 1198 


WANTED % 


























No. 2 Com. & Btr. Sycamore, Beech,” 
Tupelo in straight or mixed cars. Give 


J. P. DODGE AND 


——— 


amount of No. 2 Com. 
SON, Ashtabula, O. 


WANTED TO BUY 
100,000 feet Roofer Rejects, Car 
and Dunnage 4/4” and 5/4”, 
Dressed. High Priorities available. x. 
prices and deliveries. ATLANTIC LUMBE® 
& SUPPLY CO., Bayonne, New Jersey. _ 


WANTED . 
4/4. 5/4, and 6/4 soft elm and red 0a “co. 
MANITOWOC CHURCH FURNITl RE CV: 
Waukesha, Wisconsin = 
WANTED staple. & 





Bracing 








6/4, No. 2 Common and Better 

Beech. Also 1” Hardwood squares ©) oi 

60” & 72” long. f.o.b. Carthage, New 
Address “E-53", American Lumbermal_ 


WANTED TO BUY yg, & 
Will buy 15 cars log run green Hickory ve 
advance cash. S.D. ceiling price. Also ge 
cutting orders for 20 cars each 4/4 10% elo, 
Poplar, Oak, Beech, Ash, Sap Gum, Tupe 
Magnolia & Cottonwood. Cash advances 








Address “E-80," American Lumberman. 
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lumber piled and insured. an. 
Address “E-69”", American Lumberm 
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